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Sonnax Leads with TF80 & TF81 Valve Bodies*

PROBLEM SOLUTION Tool Required Part Number

• Reduced throttle signal oil
1. Accumulator Piston Kit            *TF-81 Only 39741-14K

• Reduced solenoid feed oil pressure Two Locations

• Delayed engagements
2. Accumulator Piston Kit 15741-14K

• Slipping in forward gears Five Locations

• DTC’s P0734, P0735 or P0729 3. Solenoid Modulator Valve Kit F-39741-TL18 39741-18K
• Slippage or shock on kickdown & VB-FIX Two Locations

• Harsh downshifts
4. Lockup Clutch Control Valve Kit F-15741-TL29 15741-29K

• RPM surging on coast & VB-FIX

• Flare upshifts or downshift-bind-ups 5. C1 Clutch Control Valve Kit F-15741-TL25 15741-25K

• Excess clutch overlap & distress 6. C2 Clutch Control Valve Kit F-39741-TL5 39741-05K

• Pressure control out of range codes 7. C3 Clutch Control Valve Kit F-39741-TL8 39741-08K

• Harsh downshifts 8. B1 Band Control Valve Kit F-39741-TL22 39741-22K
• Flare on 1-2, 2-3 & 5-6 upshift & VB-FIX

• Excess pressure in reverse
9. Main Pressure Regulator & Boost Assembly F-39741-TL 39741-01K

• Fluid & converter lining overheat & VB-FIX

• Overheating fluid, bushing & converter 10. Secondary Regulator Valve Kit F-39741-TL11 39741-11K
• Harsh reverse engagement & VB-FIX

• Shift complaints associated
11. End Plug Kit

15741-35K
with circuit pressure loss 15741-36K

& VB-FIX

& VB-FIX

& VB-FIX

Rear
Cover

*TF-80SC Valve Body

*TF-81SC Valve Body 
fits Ford AF21

& Mazda AW6A-EL.

Front
Cover

Middle
Valve Body

*These kits also fit TF-80SC.
See the Sonnax website
for proper bore locations.
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5 Large, 11mm
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Last month I needed some work 
done on my 1998 Lincoln 
Navigator. As a mechanic I do 

most of the work on it myself, but 
here in California, we have to have our 
vehicles smog checked every two years 
before we can renew the registration. 

The smog check can only be per-
formed at an official, smog check-only 
station. They can’t perform repairs; 
they just report whether your vehicle 
passes the smog check or not. I got my 
registration notice about a month ear-
lier, but put it off until the week it was 
due (naturally!). 

I decided to take my truck to a place 
called Smogie’s. I went there two years 
ago and remember it being pretty quick 
(and they sent me a reminder notice a 
couple weeks before it was due). 

That day I had a busy schedule. In 
addition, Rodger wanted to shore up 
the What’s Working schedule for Expo’s 
management program, and suggested 
we do it over lunch. But I just had to get 
my truck smog checked, so I figured I’d 
leave the office at 10:30, blast across 
town to Smogie’s, and we’d meet for 
lunch 11:45.

Okay, hit the clock: I dash out of 
the office at 10:30, and come screech-
ing into Smogie’s at 10:42. I sprint into 
the office to find four other custom-
ers… darn! (or something like that). 
Turns out two were leaving, one was 
checking his car in, and the last one 
forgot his paperwork and had to go hunt 
it down. Wow! I was next.

It’s 10:50 and I realize I’ll prob-
ably be late for lunch, so I call Rodger, 
“Don’t leave until I call, I’ll probably 
be late.” 

I’m pacing around the parking lot 
when all of a sudden I see my truck 
being driven into the test bay. It’s 

10:57; great, I’ll make it. At 11:16 
I hear my name called; my truck is 
ready. I go to the counter and Kevin, 
the service agent, asks “Would you like 
to pay your DMV registration while 
you’re here? It’s only an additional $10 
service fee.” 

Huh? I think in complete bewilder-
ment. You mean I’ll be able to avoid the 
long lines at the DMV and take care of 
the registration right here? Great!

Now it’s 11:21 and I’m on my way 
back to the office; my truck’s inspect-
ed and the registration renewed. The 
whole process took less time than I’d 
have spent in the DMV by itself. What 
service! I call Rodger and let him know 
I won’t be late; in fact, I’m early. You 
can bet this experience was part of our 
lunch conversation.

So take a moment and ask yourself, 
what do your customers need? It sounds 
like a trick question, doesn’t it? “They 
need their transmission fixed.” Well, 
yeah, but is that what they really need? 
I didn’t need a smog check or my reg-
istration renewed, I needed this incon-
venience off my plate; I needed my day 
back. Smogie’s not only met my needs; 
they exceeded all my expectations.

How about your customer? 
Yesterday he had a car in his driveway. 
He had the freedom to come and go as 
he pleased, and the security of knowing 
that he’d get where he needed to go, 
safely and on his schedule.

Today his world has been seriously 
disrupted. He may not be able to get to 
work, go to the store, or pick up his kids 
from soccer practice or dance class. If 
there’s an emergency, he’s now at the 
mercy of a friendly neighbor or nearby 
family member… or he has to rent a 
car. Meanwhile he has his own car to 
think about, with a big new expense 
that he neither wanted nor expected.

Forget about the transmission repair 
for a moment: What are his needs?

Keep in mind that, with every cus-
tomer, the needs will likely be a little 
different. Maybe it’s more about towing 
the car in off the road than about find-
ing alternate transportation. Or maybe 
it’s more about price than time. This 
is where you need to think customer… 
to identify each customer’s individual 
needs, and then helping meet those 
needs on a personal basis.

Ask yourself, is there a difference 
between what you provide and what 
your customers need? No doubt you 
take the time to make sure that you 
provide quality service to your custom-
ers. And you probably make an effort to 
offer a little “value added,” service to 
your work. But what do your customers 
really need? Think customer. 

When their cars are broken, they 
need to get their lives back in order as 
quickly and inexpensively as possible. 
Sure, you’re going to fix their cars, 
you’re going to do it right, at a fair 
price, and you’re going to get it done as 
quickly as possible. 

But what else do your customers 
need? What do they really need? Think 
customer… and the answers becomes 
obvious.

FROM THE CEO

by Dennis Madden

Think… 
Customer!

Ask yourself, is there 
a difference between 

what you provide 
and what your 

customers need?

SPEAKER
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The Honda with a Bind in Reverse

I wrote an article intro-
ducing the BAXA-
MAXA transmissions 

back in August 2002. I also 
wrote an article about the 
after-rebuild blues and the 
dreaded P0740 code (March 
2008). These units have 
their share of problems, and 
in this issue of Fun with 
Transmissions it’s about a 
bind in reverse, but it’s not 
your everyday bind. 

The First Question
The first question that 

needs to be answered is 
this: Does the car drive in 
neutral? If the transmission 
drives forward in neutral, we 
know we’re dealing with an 
internal assembly issue… a 
mechanical bind. If it doesn’t 
drive in neutral, we’re look-
ing at a hydraulic issue.

The only clutch that’s 
supposed to be applied in 
reverse is the 4th clutch. 
When another clutch is 
applied, a bindup will occur.

The Diagnosis
You’ll need to use a 

pressure gauge to determine 
which clutches are receiving 
pressure in reverse. A faster 
approach might be to loosen 
all of the pressure taps by 
about one turn and put the 
car into reverse. Check to 
see which tap starts leaking 
then put the gauge on that 
tap.

Fun with transmissions

It’s Not Your 
Everyday Bind… by Bill Brayton

Figure 1:  The Honda Accord reverse hydraulics. The 4th clutch and the reverse servo are applied

SPEAKER

Unwanted oil pressure causes a Honda BAXA/MAXA to bind in reverse.
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The Honda with a Bind in Reverse

In this case we found the 3rd clutch 
pressure tap leaking. We installed a 
gauge on the 3rd clutch pressure tap 
to measure the pressure; it was nearly 
equal to line pressure. This unwanted 
pressure was causing the bindup.

Next, we unplugged the electrical 
connections to see whether the condi-
tion changed. When electronically-con-
trolled transmissions are unplugged, 
they’ll usually act differently than when 
they’re plugged in. Failsafe can make a 
misbehaving transmission do interest-
ing things.

The Honda transmission in our 
example did something very unusual 
when all the electronics were unplugged: 
It no longer bound up in reverse.

Verify the Diagnosis
The next step is to verify the diag-

nosis. For this verification, all of the 
solenoids must be plugged in, and the 
pressure gauge still connected to the 
3rd clutch tap. The gauge shows there’s 

Figure 2:  The 3rd clutch circuit in reverse 
with the solenoids plugged in.

Figure 3:  3rd clutch oil exhausts through this hole in the valve body

Now let’s look at the 3rd 
clutch circuit in reverse 

(figure 2). There’s an 
exhaust passage next to 
shift valve B. This looks 

as though it should 
keep the clutch from 

applying if there’s any 
oil in the circuit. 
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The Honda with a Bind in Reverse

pressure at the 3rd clutch, causing the 
bindup.

Next, I had someone unplug the 
solenoids while the car was in reverse. 
When the pressure dropped to zero, it 
confirmed the hydraulic diagnosis.

It was obvious we needed to take 
a look at the hydraulics.

“To the Hydraulic 
Schematics We Go! 

Figure one shows the MAXA in 
reverse: The 4th clutch is applied and 
the servo is in the reverse position. 
Now let’s look at the 3rd clutch cir-
cuit in reverse (figure 2). There’s an 
exhaust passage next to shift valve B. 
This looks as though it should keep the 
clutch from applying if there’s any oil 
in the circuit. Then why is this thing 
binding in reverse, and why doesn’t it 
bind when it’s unplugged?

For the answer to the first part of 
this question, let’s look at the exhaust 
port in the valve body (figure 3).  

Figure 4:  Any oil in the 3rd clutch circuit 
gets backed up at this small orifice

Figure 5:  With the transmission unplugged 
the valves are in a shifted position

Figure 4 shows the 
0.040” orifice in the 
plate. This is a very 

small hole to exhaust 
unwanted oil from the 

3rd clutch.
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As you can see, a fairly good size 
port dumps 3rd clutch oil back into 
the transmission case. There are two 
different holes in the plate that lead to 
the port in the channel casting. But the 
first hole in the plate is much smaller 
than the hole that 3rd clutch oil goes to 
when it’s plugged in. 

When the transmission is in its 
normal reverse operating mode — all 
solenoids connected with no codes in 
memory — the oil in the 3rd clutch 
circuit goes through shift valve B to a 
small hole in the plate. Figure 4 shows 
the 0.040” orifice in the plate. This is 
a very small hole to exhaust unwanted 
oil from the 3rd clutch.

When the transmission is in 
reverse and unplugged, shift solenoid 
B is open, allowing fluid to flow. This 
puts shift valve B in the shifted posi-
tion (figure 5). Now the oil getting into 
the 3rd clutch circuit goes through shift 
valve B and shift valve A.

After shift valve A the oil goes 
through a 0.236” x 0.161” slot in the 
plate. The unwanted oil then flows 
through shift valve C and similar size 
slots to the exhaust port (figure 6). 

Figure 7:  Clutch feed holes

Figure 6:  Excess oil has no problem exhausting here when 
the transmission is unplugged
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The Honda with a Bind in Reverse

Where Is the Unwanted 
Oil Coming From?

Honda transmissions use tubes to 
supply oil to the clutch packs (figures 
7 and 8). These tubes ride in bushings 
(figure 8). When the tubes and bushings 
wear, they develop leaks between the 
clutch packs. When rebuilding these 
units it’s critical to check these bush-
ings. Here’s how:

Attach a piece of cellophane tape to 
one side of the tube. The tape is about 
0.002” thick. If the tube goes through 
the bushing with the tape attached, the 
bushings need to be replaced. Omega 
Machine (www.omegamachine.com) is 
now producing bushing puller/installa-
tion tools to handle this job. If the tools 
and replacement bushings are unavail-
able, you’ll need to replace the shaft.

A contributing factor for causing 
bushing wear is when the shaft support 
bearing bore gets worn. This allows the 
shaft to wobble and take out the bush-
ings (figure 9).

The bearing in this photo has 
0.018” play between the bearing and 
the case. The bushings down in the 
shaft are supposed to have less than 
0.002” clearance. You can see why this 
situation will wear the bushings out in 
no time! Always check the case bore 
for wear and replace 
or repair the case as 
needed.

Conclusion
Repairing Honda 

transmissions can be 
very profitable when 
you do the job right 
the first time around. 
But if you have to pull 
that Honda transmis-
sion back out of the 
car, profitability can go 
from the penthouse to 
the outhouse real quick. 
Take your time and be 
very critical of your 
rebuild procedures, 
and you’ll be spending 
your time in the pent-
house, having fun with 
transmissions!

Figure 8:  The bushings are deep in the shaft

Figure 9:  A worn case can be a majot factor in bushing wear.
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It’s Monday morning: A 
customer arrives at your 
shop in a 2000 Elantra 

and a harsh 4-3 coastdown 
and kickdown shift com-
plaint. It uses an A4BF2 and 
was used in 2000 and 2002 
Elantras and Tiburons. The 
2000 and later Accent also 
has a version of this unit; the 
A4AF3.

Both the A4BF2 and 
A4AF3 are equipped with six 
solenoids (figure 1) instead of 
four like the earlier A4AF1 
and 2, and the A4BF1. Dennis 
Madden wrote three articles 
(2006 August, September and 
October issues of GEARS) 
that go into great detail on 
how this unit functions with 
the addition of pressure con-
trol solenoid B and shift sole-
noid C. 

The August article, along 
with the hydraulic diagrams (figures 
2–4), explains in great detail how pres-
sure control solenoid B controls the for-
ward (rear) clutch when shifting from 
fourth gear back down to third in three 
phases. As Dennis mentions in his arti-
cle, we’ve heard no complaints on the 
HotLine of any downshift issues on the 
earlier, four-solenoid version, in which 
the forward clutch was controlled by 
the line pressure control solenoid. 

Harsh Downshift
In the last couple years, quite a 

few of these harsh downshift com-
plaints have surfaced on the new, six-
solenoid version. A harsh coastdown 

or forced downshift into third with 
no codes could indicate a mechanical 
problem with pressure control sole-
noid B, without causing any noticeable 
upshift issues. Since these solenoids are 
hard-wired to the connector, the repair 
requires replacing all six solenoids. 

A more practical solution would be 
to cut and splice in another solenoid. 
Pressure control solenoid A, which 
has the black wire, controls shift feel 
(line pressure). Along side of pressure 
control solenoid A is pressure control 
solenoid B, which has the blue wire 
(figure 1). These two solenoids can be 
interchanged as a direct replacement. 

No Forward in Drive; 
Manual Low and Reverse 
Okay

Other problems after a rebuild may 
include no forward in drive while man-
ual low and reverse are working fine. 

With the selector in drive, 1st gear, 
shift solenoids A and B are energized, 
moving the shift control valve to the 
1st gear position. Pressure control sole-
noid B is cycled by the computer, con-
trolling the apply rate of the forward 
(rear) clutch via pressure control valve 
B. Once the forward clutch is fully 
applied, pressure control solenoid B 
remains off until the clutch releases and 
then reapplies. 

A4BF2/A4AF3 
Problems Before 
and After Rebuild

by Mike Souza

SPEAKER
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Shift solenoid A is turned 
off, moving the Shift Control 
Valve to the 3rd Gear position. 
This drains the oil holding the 
Rear Clutch Exhaust Valve 
and 2-3/4-3 Shift Valve. But 
because of the difference in 
valve diameters and the forces 
working to move these valves 

(spring and hydraulic), 
the 2-3/4-3 Shift Valve 
strokes first. This 
applies the Front Clutch 
and releases the Servo. 
As with the other shifts, 
shift feel is controlled 
by Pressure Control 
Solenoid A is turned off; 
the Front Clutch and the 
Kickdown Servo apply 

and release receive full line 
pressure. About this time, 
pressure on the right side 
of the Rear Clutch Exhaust 
Valve drops enough to 
allow the valve to move.

Recall that Pressure Control 
Solenoid B controls the apply 
rate of the Rear Clutch, and 
the Rear clutch reapplies 
during the 4-3 downshift. In 
4th Gear, Pressure Control 
Solenoid B is off, providing full 

line pressure between 
the two parts of the 
Rear Clutch Exhaust 
Valve. During the 4-3 
downshift, Pressure 
Control Solenoid B 
reduces the pressure to 
the Rear clutch Exhaust 
Valve. If this pressure is 
above about 45 PSI, the 
two valves in the Rear 
Clutch Exhaust Valve 
train will split apart. Rear 

clutch apply oil seats the #3 
checkball. The apply rate of 
the Rear Clutch is controlled 
by the orifice next to the #3 
checkball. This is also the 
sequence used if Pressure 
Control Solenoid B fails 
closed (failsafe).

A4BF2/A4AF3 Problems Before and After Rebuild
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Recall that Pressure Control 
Solenoid B controls the apply 
rate of the Rear Clutch, and 
the Rear Clutch, and the Rear 
Clutch reapplies during the 
4-3 downshift. In 4th Gear, 
Pressure Control Solenoid B 

is off, providing full line 
pressure between the 
two parts of the Rear 
Clutch Exhaust Valve. 
During the 4-3 downshift, 
Pressure Control Solenoid 
B reduces the pressure to 
the Rear Clutch Exhaust 
Valve. If this pressure is 
below about 45 PSI, both 
parts of the Rear Clutch 
Exhaust Valve train will 
stroke. Now the apply 
rate of the Rear Clutch 
is controlled solely by 
Pressure Control Valve 
B and Pressure Control 
Solenoid B.

Shift Solenoids A and B are 
energized, moving the Shift 
Control Valve to the 1st Gear 
position. Pressure Control 
Solenoid B is cycled by the 
computer, controlling the 
apply rate of the Rear Clutch 
via Pressure control Valve B. 
Once the Rear Clutch is fully 
applied, Pressure Control 
Solenoid B remains off until 
the Rear Clutch releases 
and then reapplies. The sole 
purpose of Pressure Control 
Solenoid B is to control the 
apply rate of the Rear Clutch. 
Pressure Control Solenoid 
A is on, which keeps the 
Low/reverse Brake off. Shift 
Solenoid C is off.

A4BF2/A4AF3 Problems Before and After Rebuild
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The sole purpose of pres-
sure control solenoid B is to 
control the apply rate of the 
forward clutch. Pressure control 
solenoid A is on, which keeps 
the low/reverse brake off. Shift 
solenoid C is off (figure 5). 
As mentioned before, pressure 
control solenoids A and B are 
identical and located next to 
each other. The only visible dif-
ference is the wire color, so it’d 
be easy to accidentally swap 
them during a rebuild, without 
setting any codes. 

The hydraulic diagrams 
(figures 6 and 7) show why this 
would cause no forward move-
ment in drive. When placed in 
the correct locations, pressure 
control solenoid A is on and the 
low/reverse clutch is released, 
while pressure control solenoid 
B is off and the forward clutch 
applied. 

If installed incorrectly (fig-
ure 7), when pressure control 
solenoid B is off, the low/reverse 
clutch applies, and while pres-
sure control solenoid A is on, 
the forward clutch releases. The 
solution? Switch the solenoids 
back where they belong, and the 
transmission should start work-
ing properly.

This mistake can really have 
you pulling your hair out, with 
no codes or obvious failures to 
guide you. Hopefully this infor-
mation will help prevent dealing 
with the problems before and 
after a rebuild.

The hydraulic 
diagrams (figures 

6 and 7) show 
why this would 

cause no forward 
movement in 

drive.
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Sonnax® has been a leader in 
the transmission industry for 
over 30 years.  Torque con-

verter rebuilders know Sonnax as the 
leader in torque converter components. 
Transmission shops are familiar with 
Sonnax for their valves and sleeves, 
used to permanently restore pressure 
control in valve bodies and pumps.  But 
Sonnax has another product line, devel-
oped for high performance applica-
tions, that is not as well known among 
transmission rebuilders.  Many of these 
products are also extremely beneficial 
beyond their performance applications.  

According to Gregg Nader, a High 
Performance development specialist 
at Sonnax, “We attend trade shows 
and weekend seminars, and always 
meet transmission builders who know 
Sonnax Transmission Specialties® 
items very well. All too often, these 
same builders didn’t know about some 
of the products we carry under our High 
Performance product line.  When they 
do learn about these products, they rec-
ognize that many are solutions to every-
day problems they see in their shops, in 
applications not necessarily associated 

with racing or high performance.” 
Sonnax involvement in perfor-

mance and heavy duty parts developed 
across several markets and customer 
groups. As a result, customers from one 

segment are often not aware of products 
developed for another. 

Sonnax Performance involvement 
begins right behind the engine. Items 
such as torque converter race kits, 
for building high stall converters, or 
high strength mechanical diodes, to 
withstand extreme torque loads during 

launch, are used by high performance 
converter specialists in everything from 
street/strip hobby cars to top fuel drag 
racers.  In a high performance torque 
converter, two requirements must be 
met: effectively transmitting the torque 
and surviving under the load. But those 
demands clearly are not limited to rac-
ing.  The everyday plow truck, the 
vehicle that tows for work or play, or 
the equipment laden ambulance, all put 
severe strain on the torque converter. 
For the HD diesel market, Sonnax has 
forged converter covers for all Dodge, 
GM & Ford units. A multi-plate heavy 
duty converter kit, including the first 
tunable damper assembly in the indus-
try, will be introduced shortly. 

Behind the torque converter, 
Sonnax high performance transmission 
parts clearly began with the Powerglide. 
For all out racing, an extensive line of 
Powerglide parts ranges from drums, 
pistons and gears sets, right on down to 
the little linkage parts that are so hard 
to come by.  It is safe to say just about 
every Powerglide out there that is still 
used for racing, has some Sonnax parts 
in it.  

Applying the 
understanding of 

how to develop and 
produce transmission 
parts that will live up 
to severe use, has not 

been limited to the 
Powerglide.

Leader in the Transmission 
Industry For Over 30 Years
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Applying the understanding of 
how to develop and produce transmis-
sion parts that will live up to severe use, 
has not been limited to the Powerglide. 
Larger boost valves, line-to-lube pres-
sure regulator valves, larger servos, 
“shift-in-a-box” products and all man-
ner of innovative parts, address key 
issues in a variety of units. These parts 
allow hardworking daily use transmis-
sions to perform longer. For the 4L60-
E, there is a whole line of new parts, 
almost a dozen in the past two years 
alone, with more on the way. Parts 
include a new boxed kit called the 
4L60-E Performance Pack, billet pis-
tons, reinforcement sleeves, and valves 
that all work very well together. 

Sonnax performance does not stop 
at the transmission. One of the fast-
est growing product lines is our new 
forged aluminum, weld-on driveshaft 
yokes and precision aluminum tubing. 
Aluminum drive shafts are being used 
in all types of racing applications. The 
shops that build these are learning 
about the innovative, high quality parts 
and customer focus Sonnax is known 
for.

Sonnax involvement in High 
Performance, Racing and Heavy Duty 
products is based on what Sonnax has 
done from the very beginning. Sonnax 
has never been a company that only 
makes direct replacement parts. From 
day one, Sonnax has been making cus-
tom parts, innovations, upgrades and 
conversions kits, to improve the perfor-
mance and durability of transmissions 
and torque converters.  

Why come out with these new 
parts when there are already estab-
lished parts in the market? No hesita-
tion on this answer from Gregg Nader: 
“Our customers have asked us to. Our 
customers look to us for guidance on 
how to build transmissions that are 
truly stronger and more reliable than 
the original, whether for heavy duty 
truck, street / strip vehicle or all out 
racing.   From superchargers to nitrous 
to big-bore kits, bolt-on horsepower is 
easier to get than ever and it seems like 
everyone is cranking up the diesels, 
even in work trucks.  Having the right 
parts available to build heavy duty, 
reliable units, is more critical than ever 
before.”

(Continued on page 21)

When shops are building high per-
formance and heavy duty transmis-
sions, the Sonnax website is one of 
many Sonnax resources performance 
rebuilders can use. The challenge of 
effective cataloging has recently been 
addressed so that the many parts, tech-
nical articles and related resources that 
Sonnax offers are more readily avail-
able on www.sonnax.com.

Sonnax provides buyers with lots 
of options and cost savings by selling 
parts as single items and/or in multiple 
configurations. However, this flexibil-
ity creates a real challenge to under-
standing and selecting from among 
what is offered. That is where effective 
cataloging comes in. Although paper 
catalogs will likely continue to appear, 
they rapidly become out of date as new 
parts or updated application or techni-
cal information become available. That 
is why for the past several years the 
website has been updated daily, and 
the word has been spread that www.
sonnax.com is the place to go for the 
most current information. Continuous 
updating has brought more users to 
the Sonnax website, along with more 
feedback, suggestions and subsequent 
improvements. It was viewer feedback 
that inspired the recent upgrade to the 
High Performance site.  

Eleanora Patterson, Sonnax E-
Marketing Manager, explains the 
upgrade / performance connection. 
“The upgrade had two initial goals: 
a more viewer friendly format and 

an expanded view of performance 
to include heavy duty as well as rac-
ing applications. For example, in our 
Powerglide section, we have over 100 
part numbers. To make searching easi-
er, we now order parts by transmission 
sector: valve body, pump, servo, etc. 
We’ve also added select parts from 
our core Transmission Specialties line, 
to complement the servos and other 
unique performance racing items pre-
viously on the High Performance site. 
These selected items are specifically 
suited to high performance and heavy 
duty applications, and include non-
traditional performance units such as 
AX4S, AX4N among others.”

So while Sonnax does not have 
performance boxed kits for every appli-
cation, all the parts suited to HD/HP use 
can now be found in one easy to look 
at location by application. Performance 
rebuilders can find the right combina-
tion of Sonnax parts to use, so they can 
select exactly what they need for their 
build requirements. The final phase 
in the web upgrade is to have ‘build 
guidelines’ or ‘recipes’ with detailed 
tech info and advice on which Sonnax 
parts and common modifications work 
well together. Soon to be in place, the 
build guidelines will be another step 
toward making www.sonnax.com the 
best technical resource, build advis-
er, and partner it can be for builders 
of high performance and heavy duty 
transmissions. 

Sonnax Provides Buyers With Lots Of 
Options And Cost Savings

Leader in the Transmission 
Industry For Over 30 Years
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After receiving many 
requests to combine the 
best of Sonnax parts 
to use in Heavy Duty 
/ Performance appli- 
cations, Sonnax has 
come out with the 4L60-
E PERFORMANCE PACK 
high performance cali-
bration kit, HP-4L60E-
01. This kit combines 
tried and true Sonnax 
components with inno-
vative calibration that 
results in a great shift-
ing transmission or as 
one satisfied Corvette 
owner put it, “shifts with 
character”. With this 
kit you get 3 ultra reli-
able, leak free, patented 
Pinless Accumulators; a 
larger Boost Valve; stronger Pressure 
Regulator and Pump Slide Springs 
for faster line pressure increase and 
higher overall line pressure; improved 
Servo Springs and  Seals for consis-
tent shifts and an end to troublesome 
cross leaks; patented 3rd Accumulator 
Check Valve that gets the 2-3 shift 
right the first time, every time; innova-
tive 1-2 Accumulator and Valve Body 
Calibration that firms up shifts without 
nuisance “bang” shifts; and Additional 
Parts to improve durability. This kit pro-
vides firmer shifts under load while 
retaining good low speed drivability 
that satisfies customers with late model 
vehicles that are driven daily. From a 
polished Corvette to a hard working 
truck, this kit covers all the bases with 
the strength and durability to stand up 
to performance and heavy duty situa-
tions. Install the Sonnax Performance 
Pack in the vehicle or during overhaul. 
When more extreme levels of perfor-
mance are needed, use this kit as a 
foundation, then build up by adding 
Sonnax 2nd and 4th gear servos (pur-
chased separately) and select from the 
many new and existing Sonnax parts 
to build truly bullet proof units with 
ground pounding performance.

Installing Sonnax 2nd and 4th gear 
SuperHold Servos is the easiest way to 

improve shift feel and band holding 
performance on any Heavy Duty or 
High Performance 4L60-E / 700-4R.  

Sonnax 4th gear SuperHold Servo 
77767K has a Patented “Dual Piston” 
design with 40% more 4th piston apply 
area. 

Sonnax 2nd gear SuperHold Servo 
77911-03K is 18% larger than the 
Corvette servo and is loaded with fea-
tures that set it apart from other after-
market servos. The 2nd SuperHold is 
the only servo that is larger than the 
Corvette ‘093’ servo and also maintains 
the OE type ratio between the 2nd 
apply area and 3rd release (cushion 
spring side) of the 2nd servo piston.  
Maintaining this critical ratio allows the 
servo to be hydraulically released as 
originally intended. This is the key to 

firmer shifts without excessive harsh-
ness.  The 2nd gear servo includes an 
apply pin with early OE type seals for 
the 4th apply feed and is longer than 
the longest OE pin, so setting pin travel 
is easy on any unit. Both servos have 
rubber seals throughout for positive 
sealing and zero cross-leaks. 

   When you want the best com-
bination of firmer shifts, more holding 
power and good drivability without 
excessive harshness there is no sub-
stitute for Sonnax High Performance 
Servos.

For more information on this and 
the other exciting new Sonnax High 
Performance Parts visit www.sonnax.
com.

From Sonnax: The 4L60-E PERFORMANCE PACK 
High Performance Calibration Kit, HP-4L60E-01

4L60E
Transmission

Servos
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Two main problems often result 
from many of the old school modifica-
tions frequently applied to performance 
transmissions. The first is when the 
shifts are too hard all the time. In 
earlier units, you could block the accu-
mulators and hog-out the feed holes to 
get firmer shifts. But if you try some of 
these recipes with today’s higher output 
engines, what you get is a box full of 
broken parts.  It is common to see bro-
ken shafts in units that have had their 
original calibration altered by some 
modification.  A Sonnax approach to 
prevent this breakage is to keep or 
even add cushion springs to our servos 
rather than eliminate them. This is just 
the opposite of what worked on lower 
power applications in the past. 

The second problem is the trans-
mission that shifts too hard at light 
throttle but does not hold firmly 
enough at hard throttle. How often 
have you driven a vehicle with a “High 
Performance” transmission that snaps 
your neck when driving through town, 
but has sloppy or inconsistent shifts 
when you really get on it?  Today’s 
customers demand more. It is possible 
to have great around town drivability 
and “High Performance” shifts, when 
needed. Delivering this level of per-
formance is a high priority; it is where 
you will feel how Sonnax products are 
different. Two examples are the SC- 
4R100-HD Sure Cure Kit and the HP-
4L60E-01 Performance Pack. These 
two performance related boxed kits 
have been scooping up market share 
for these very reasons.

Sonnax will continue to devel-
op high quality, innovative Sonnax 
Torque Converter Components and 
Transmission Specialties Parts for after-
market rebuilders. They will also con-
tinue to develop Sonnax Performance 
parts for torque converters, transmis-
sions and beyond.  Across the board, 
Sonnax products enhance the perfor-
mance and durability of your rebuild, 
be it on the track, on the trail or on the 
road.

77754-41
Heavy Duty 2-3 Shift Valve for 4L60-E units

Applies the overrun clutch in D-3 1st and 2nd gears

77764-01
Billet Aluminum FWD Piston for 4L60-E units

Combines extremely high strength with an improved design

77002BT-01
Kryptonite® Rear Stator Bushing for 4L60-E Units

The ultimate in wear resistance and fit
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Toyota hybrids such as the pop-
ular Prius—now entering its 
tenth year and third generation 

on the North American market (figure 
1)—employ series-parallel transaxles 
and transmissions that house the pow-
ertrain’s two primary electric motors. 
Such motors are more properly called 
“motor-generators”, referring to their 
ability to generate torque (such as, 
during acceleration, engine-off propul-
sion, or to start the vehicle’s engine) 
or alternating current (for example, 
during charging as well as regenera-
tive braking). Motor-generator stator 
windings can rapidly produce a signifi-
cant amount of heat, particularly when 
they are suddenly subjected to high 
torque demands. While some cooling 
is achieved by the circulation of air 
within the transaxle or transmission as 
well as contact with the transmission 
fluid that lubricates the unit’s bearings, 
gears, and/or chain, additional cooling 
is required.

To help carry heat away from 
the stator windings, Toyota’s hybrid 
transaxles and transmissions share a 
unique coolant loop with the vehicle’s 
inverter assembly. This coolant loop is 
completely separate from the vehicle’s 
engine cooling system, and carries 

heat away from the inverter’s power 
electronics, which in turn control the 
vehicle’s motor-generators. Proper 
maintenance of this cooling system is 
vital to the integrity of the vehicle’s 
inverter as well as its transaxle or 
transmission.

System Description
A 12V brushless electric pump 

transports coolant from a front-mounted 
radiator to the inverter’s coolant 
passages (figure 2). This radiator may 
or may not be integrated with the 
engine cooling system radiator into a 

by Jack Rosebro 
of Perfect Sky

Toyota Hybrid 
Transaxle Cooling 
Systems

Figure 1: The “Generation III” 2010 Toyota Prius, which arrived in dealer showrooms this May, is one of more than a dozen 
Toyota and Lexus hybrids which each use two liquid powertrain cooling systems. Photo courtesy Toyota Motor Corporation

Figure 2: 2001-2003 Toyota Prius inverter/transaxle cooling system. 
Graphic courtesy Toyota Motor Corporation

SPEAKER
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single assembly. However, coolant does 
not pass between the powertrain’s two 
coolant loops: as previously mentioned, 
they are physically separate.

After entering the inverter’s coolant 
passages, the coolant indirectly absorbs 
heat radiated from the inverter’s power 
electronics before flowing through hoses 
to coolant passages in the transaxle 
or transmission. Having absorbed 
additional heat from the vehicle’s 
primary motor-generators, the coolant is 
then returned to the radiator to transfer 
heat to the air passing through it.

Although this coolant is the same 
formulation as that used in the vehicle’s 
engine cooling system, it typically flows 
at lower pressures, which can range 
from about 5 PSI on early systems to 
13-15 PSI on the 2010 Prius, depending 
on the vehicle. As the cooling system 
is designed to reduce rather than 
regulate temperature, it does not use 
a thermostat. The system incorporates 
one or more bleeder screws, which a 
technician can use to expel air from 
the system after the coolant is replaced. 
Vacuum-fill devices can also be used to 
service the system.

Maintenance

Like any cooling system, a hybrid-
related coolant loop is subject to 
regular maintenance. The 2001-2003 
Generation 1 Prius uses Toyota’s Long 
Life Coolant (LLC), which must be 
mixed with water in a 50-50 dilution. 
All subsequent Toyota hybrids and 

all Lexus hybrids use Toyota’s Super 
Long Life Coolant (SLLC), (figure 3) 
which comes pre-mixed. Service 
intervals for many US-market Toyota 
and Lexus hybrids are 100,000 miles 
for the first coolant replacement, 
followed by 50,000 mile intervals for 
subsequent replacements. Check service 
information for the appropriate coolant 
replacement interval for each vehicle, 
as well as for the region or country in 
which it is being serviced.

Issues
No mechanical system is trouble-

free. In addition to coolant leaks, the 
inverter/transaxle cooling system can 
be compromised by poor performance 
or outright failure of the system’s 
electric coolant pump. Assuming 
that the system is free of air pockets, 
coolant flow can be confirmed by 
removing the cap of the expansion 
tank mounted on or near the inverter 
and checking for circulation, as well as 
placing the vehicle in READY mode 
(system on) and placing a hand on the 
pump housing. Vibration is normally an 
indication of pump rotation. 

A noisy pump may indicate a lack 
of coolant and/or a mechanical problem 
with the pump itself. A pump can also 
fail intermittently, which complicates 
diagnosis if the condition cannot be 
duplicated in the shop. Some vehicles 
may set a DTC for poor system 
performance in such a case. Check for 
relevant TSBs, as some pumps have 
been redesigned to address performance 
problems.

Use of non-OEM coolants may 
require shorter maintenance intervals 
and/or denial of warranty in case of a 
system failure. Toyota refers to their 
engine and inverter/transaxle coolant 
as a “non-silicate, non-amine, non-
borate, ethylene-glycol coolant with 
a combination of low phosphates and 
organic acids”, and does not recommend 
any other type of coolant.

Variations On A Theme
Inverter coolant loops can be 

found in other hybrids, as well. Some 
mild parallel hybrid systems such as 
those used by the Chevrolet Malibu, 
Saturn Aura, and Saturn Vue hybrids 
incorporate the inverter’s cooling circuit 
into the vehicle’s engine coolant loop. 

This is possible in part because such 
systems produce less power (and thus 
less heat) than a series-parallel system. 
However, the transaxles used in such 
systems are relatively conventional, and 
do not require supplemental cooling. 
Advancements in power electronics, 
such as the development of silicon-
carbide transistors, may enable vehicle 
manufacturers to employ a single 
coolant loop for more powerful series-
parallel powertrains in future hybrids.

Auxiliary cooling systems are 
not necessarily limited to inverters or 
transaxles. The Chevrolet Volt, which 
is an extended-range series hybrid 
scheduled for production by the end 
of next year, is expected to use a 
large-format 16 kWh (kilowatt-hours) 
liquid-cooled lithium-ion battery pack. 
By comparison, today’s Prius battery 
pack is rated at 1.2 kWh. Some battery 
electric vehicles are also likely to 
employ liquid-cooled battery systems, 
which increase vehicle weight and 
complexity, but can improve battery 
cooling and safety.

Conclusion
A hybrid vehicle that produces 

enough motor torque to propel itself 
using the electric drive alone will 
usually require a liquid cooling system, 
which must be serviced according to 
manufacturers’ recommendations, 
for the vehicle’s inverter. As we have 
seen, series-parallel hybrid powertrains 
often extend that cooling system to 
pick up heat from the vehicle’s motor-
generators. Proper service, diagnosis, 
and repair of transaxles found in vehicles 
such as the Toyota Prius, Ford Escape 
hybrid, and Nissan Altima hybrid, as 
well as RWD or AWD transmissions in 
Lexus hybrid sedans, requires a solid 
understanding of the cooling system 
that such components share with the 
inverters that drive them. As more and 
more hybrids are designed with driver-
selectable EV modes, and as plug-in 
hybrids make their way into the market, 
we can expect to see more hybrids in 
our service bays with liquid cooling 
systems at work on the electric drive 
side of the powertrain.

Toyota Hybrid Transaxle Cooling Systems

Figure 3: Toyota SLLC pre-mixed cool-
ant is recommended for both engine 
and hybrid system coolant loops in 

many Toyota and Lexus hybrids.
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L ast time we got a general over-
view of the 6T70/6T75 units. 
This time we’ll explore the elec-

tronic control system used by the 6T70/
6T75.

Like other GM transmissions, 
6T70/6T75 applications use several 
different inputs and outputs to control 
their operation. Many of the inputs are 
housed within the transaxle assembly, 
such as the:
• Internal Mode Switch (IMS)
• Transmission Fluid Temperature 

(TFT) Sensor
• Input Speed Sensor (ISS)
• Output Speed Sensor (OSS)

Internal Mode Switch (IMS)
The 6T70/6T75 internal mode 

switch is connected mechanically to 
the manual shaft, similar to the 4T65E 
application (figure 1).

Electrically, the IMS operates simi-
lar to other GM IMS applications. The 
TEHCM (TCM) sends a bias voltage 
to the IMS on four circuits: A, B, C, 
P. Pin N is used for Park/Neutral start-
ing operations and is supplied by the 
ECM.

As you move the range selector, 
the IMS will ground/un-ground the 
circuits required to indicate the specific 
manual valve position. By monitoring 
the voltage sequence, the TCM can 
identify the range selected. 

NOTE: Be especially careful 
replacing the IMS on the 6T70/6T75 
units. After you remove the IMS nail, 
the IMS and manual shaft, be careful 
not to pull the parking rod too far. If the 
parking rod becomes dislodged from 
the parking pawl, you’ll need to remove 
the transmission and disassemble it to 

reinstall the parking rod.

6T70/6T75 IMS 
Scan Values

See Chart 1.
Blue Color notes the 

IMS range circuit that 
changes as the selector 
is moved
Low = Grounded (0 Volts)
High = Open (Source 
Voltage)

IMS DTCs
If a fault occurs in the IMS (fig-

ure 1) or its circuits, you may get one 
of these DTCs: P1852, P182E, P1915 
P0850, P0851 or P0852. The DTCs will 
set if these conditions are met:
P1825 or P182E

• Engine speed is greater than 
500 RPM for 5 seconds.

• System voltage is between 8.6-
19.0 volts.

• TFP Switch 3 or TFP Switch 4 
does not agree with the transitional 
state of the shifter lever from one 
gear range to another. 

6T70/6T75;
The Future is Now 
Part 2 by Steve Garrett

Selector Position Range A Range B Range C Range P

Park Low High High Low
Park/Reverse Low Low High Low
Reverse Low Low High High
Reverse/Neutral High Low High High
Neutral High Low High Low
Neutral/D6 High Low Low Low
D6 High Low Low High
D6/D4 Low Low Low High
D4 Low Low Low Low
D4/D3 Low High Low Low
D3 Low High Low High
D3/D2 High High Low High
D/2 High High Low Low
Illegal High High High High
Illegal Low High High High

CHART 1

SPEAKER

Figure 1
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P1915
• OSS DTCs P0722 or P0723 aren’t 

set.
• Transmission output shaft speed is 

90 RPM or less.
• System voltage is between 8.6-

19.0 volts.
• The IMS assembly doesn’t indicate 

Park or Neutral to the TCM, but 
the ECM identifies the range as 
Park or Neutral.

P0850/ P0851
• System voltage is between 8-

18 volts.
• Engine speed is greater than 

1000 RPM.
• TP is equal to or greater than 

10 percent.
• Engine torque is equal to or greater 

than 75 Nm (55 lb-ft).
• Vehicle speed is 10 km/h (6 mph) 

or faster.
• ECM detects the Park/Neutral 

switch signal equals 0 volts (Park/
Neutral) when the IMS reports 
a Drive range for 0.2 second or 
more.

P0852
• System voltage is between 8-

18 volts.
• ECM detects the Park/Neutral 

switch signal equals 12 volts (in 
gear) when the IMS reports a Park/
Neutral range for 0.2 second or 
more
If a DTC P085-P0851 or P0852 

sets, this default may occur:
• P0850, P0851, and P0852 are 

Type C DTCs which will not trip 
the check engine light but will set 
a failure record and will be stored 
as a history DTC. 

• The ECM will use IMS scan values 
to determine range the for engine 
startup. 

If a DTC P1825, P182E or P1915 
sets, these default actions may occur:
• P1825, P182E, and P1915 are 

Type A DTCs which is an emis-
sions related code that will turn 
the check engine light on the first 
time a failure is detected. This code 
will also store a freeze frame and a 
failure record. 

• TCM commands maximum line 
pressure.

• TCM turns OFF all solenoids.
• TCM freezes transmission adap-

tive functions.
• TCM defaults the transmission to 

third gear if the current gear is 1st, 
2nd, or 3rd; fifth gear if the current 
gear is 4th, 5th, or 6th.

Transmission Fluid 
Temperature (TFT) Sensor

The Transmission Fluid 
Temperature Sensor (TFT) is part of the 
TEHCM (TCM) assembly. The TFT is a 
NTC (negative temperature coefficient) 
sensor; as fluid temperature drops, the 
resistance of the sensor increases.

The TCM provides a bias voltage 
to the sensor and then monitors the 

voltage drop across the sensor. As the 
temperature changes, so does the signal 
voltage. The TCM uses the TFT signal 
to control shift timing, TCC and line 
pressure. You can monitor TFT opera-
tion with a scan tool. 

If a fault occurs in the TFT or its 
circuits, you may get one of these DTCs: 
P0711, P0712 or P0713. The DTCs will 
set if these conditions are met:
P0711
• No DTCs P0716, P0717, P0722, or 

P0723.
• The TCM temperature sensor is 

between -49ºC and 169ºC (-56ºF 
and 336ºF).

2 4sg709.indd   252 4sg709.indd   25 6/15/09   11:13:07 AM6/15/09   11:13:07 AM
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•	 The	 engine	 speed	 is	 greater	 than	
500	RPM	for	at	least	5	seconds.

•	 The	 system	 voltage	 is	 between	
8.6	volts	and	19.0	volts.

•	 Vehicle	speed	is	8	km/h	(5	mph)	or	
greater	for	at	least	5	minutes.

•	 TCC	OFF,	TCC	slip	speed	is	great-
er	 than	 120	RPM	 for	 at	 least	 5	
minutes.

•	 The	TFT	has	changed	by	less	than	
2.0°C	(3.6°F)	in	100	seconds.

•	 The	 engine	 coolant	 tempera-
ture	(ECT)	 is	 greater	 than	 70°C	
(158°F).

•	 The	 ECT	 has	 increased	 by	 more	
than	55°C	(99°F)	since	startup.

P0712
•	 The	 OSS	 indicates	 a	 speed	 of	

200	RPM	 or	 greater	 for	 at	 least	
200	seconds.

•	 The	TCC	slip	speed	is	120	RPM	or	
greater	for	at	least	200	seconds.

•	 The	 system	 voltage	 is	 between	
8.6	volts	and	19.0	volts.

•	 The	 engine	 speed	 is	 greater	 than	
500	RPM	for	at	least	5	seconds.

•	 The	TFT	indicates	the	temperature	
is	 less	 than	 -74ºC	 (-101ºF)	 for	 at	

least	25	seconds.
P0713
•	 The	 system	 voltage	 is	 between	

8.6	volts	and	19.0	volts.
•	 The	 engine	 speed	 is	 greater	 than	

500	RPM	for	5	seconds	or	more.
•	 The	 TFT	 is	 174°C	 (345°F)	 or	

greater	for	10	seconds	or	more.

Default	action	after	the	DTC	sets:
DTCs	 P0711,	 P0712,	 and	 P0713	

are	Type	C	DTCs.	
•	 The	TCM	freezes	the	transmission	

adaptive	functions.
•	 The	 TCM	 allows	 the	 vehicle	 to	

operate	 in	 transmission	 protection	
mode	(fail	safe).	

Speed Sensors
The	input	speed	sensor	is	mounted	

externally	in	the	case	side	cover,	next	to	
the	line	pressure	tap.	The	output	speed	
sensor	is	mounted	under	the	valve	body	
in	the	case.

The	speed	sensors	are	Hall	Effect-
style	 assemblies.	The	TEHCM	 (TCM)	
provides	a	bias	voltage	of	8.3-9.3	volts	

for	 sensor	 operation.	As	 the	 transmis-
sion	components	rotate,	the	sensors	will	
produce	 a	 square	 wave	 output	 signal.	
The	TEHCM	(TCM)	monitors	 the	fre-
quency	 of	 the	 signal	 to	 determine	 the	
input	or	output	speed.

Figure 1

Input speed sensor signals 
are generated by the 

rotation of the 3-5-R/4-5-6 
clutch assemblies and are 
used to calculate gear ratio 
and slip rates. The output 

speed sensor signal is 
generated by the rotation of 
the transfer gear. The OSS 
indicates vehicle speed for 

shift pattern control and 
ratio calculations

6T70/6T75; The Future is Now, Part 2
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Input speed sensor signals are gen-
erated by the rotation of the 3-5-R/4-
5-6 clutch assemblies and are used to 
calculate gear ratio and slip rates. The 

output speed sensor signal is generated 
by the rotation of the transfer gear. The 
OSS indicates vehicle speed for shift 
pattern control and ratio calculations 
(See figure 2).

Speed Sensor DTCs
If a fault occurs in a speed sen-

sor or its circuits, you may get one of 
these DTCs: P0716, P0717, P0722 or 
P0723. The DTCs will set under these 
conditions:
P0716
• No ISS DTC P0717, or OSS DTCs 

P0722 or P0723 are set.
• Engine speed is greater than 

500 RPM for 5 seconds.
• System voltage is between 8.6 volts 

and 19.0 volts.
• Engine torque is greater than 

50 Nm (37 lb-ft).
• Throttle position is greater than 

8 percent.
• Transmission input speed is 

1050 RPM or greater for at least 
2 seconds.

• Transmission input speed drops 
1000 RPM or more for greater than 

3.25 seconds.
P0717
• No OSS DTCs P0722 or P0723 are 

set.
• Vehicle speed exceeds 16 km/h 

(10 mph).
• The engine torque is greater than 

50 Nm (37 lb-ft).
• System voltage is between 8.6 volts 

and 19.0 volts.
• Engine speed is greater than 

500 RPM for 5 seconds.
• Transmission input shaft speed is 

less than 100 RPM for at least 
4.5 seconds when output speed is 
detected.

P0722
• No ISS DTC P0176 or P0717 or 

OSS DTCs P0723 are set.
• Engine speed is between 3000-

5000 RPM.
• System voltage is between 8.6 volts 

and 19.0 volts.
• Engine torque is greater than 

50 Nm (37 lb-ft).
• Throttle position is greater than 

8 percent.
• IMS indicates the transaxle isn’t in 

6T70 ShifT Speed CharT

Shift @ Tp km/h mph OSS (rpM)

1-2 @ 12.5 18 11.2 400

2-3 @ 12.5 34 21.1 755

3-4 @ 12.5 46 28.6 1021

4-5 @ 12.5 60 37.3 1332

5-6 @ 12.5 74 46.0 1643

6-5 @ 12.5 69 42.9 1532

5-4 @ 12.5 69 42.9 1532

4-3 @ 12.5 43 26.7 955

3-2 @ 12.5 16 9.9 355

2-1 @ 12.5 16 9.9 355

1-2 @ 25 36 22.4 799

2-3 @ 25 59 36.7 1310

3-4 @ 25 78 48.5 1732

4-5 @ 25 94 58.4 2087

5-6 @ 25 150 93.2 3331

6-5 @ 25 69 42.9 1532

5-4 @ 25 52 32.3 1155

4-3 @ 25 43 26.7 955

3-2 @ 25 16 9.9 355

2-1 @ 25 16 9.9 355

Figure 2



28	 		GEARS			July		2009

P/N range.
• Vehicle speed is greater than 

16 km/h (10 mph).
• The transmission input speed is 

between 1000-6500 RPM.
• TFT indicates the fluid tempera-

ture is above 0°C (32°F).
• Transmission output speed is 

70 RPM or less for at least 4.5 sec-
onds.

P0723
• No ISS DTC P0716, P0717 or OSS 

DTCs P0722 are set.
• It’s been longer than 6 seconds since 

the last range position change.
• Engine speed is greater than 

500 RPM for 5 seconds.
• System voltage is between 8.6 volts 

and 19.0 volts
• Transmission input speed doesn’t 

change by more than 500 RPM for 
2 seconds.

• Transmission output speed is 
1000 RPM or more for 2 seconds.

• Transmission output speed drops 
1200 RPM for more than 1.5 sec-
onds.

If a DTC sets, these default actions may 
occur:

• TCM will freeze shift adapts.
• TCM will turn all solenoids off.
• Maximum line pressure.

Speed Sensor Diagnosis
Speed sensor diagnosis is a little 

different than you may be used to, 
based on GM 4- and 5-speed appli-
cations. On all current GM 6-speed 
applications, including the 6T70-6T75, 
you’ll need to use a signal generator, 
figure 3, as access to the speed sensor 
signals isn’t readily available.

The great thing about a signal gen-
erator is that you can use it as a signal 
substitute on almost all manufacturers’ 
transmissions. It’s one of the most ver-
satile universal tools you’ll ever own, 
as its uses far exceed transmission 
diagnostics (figure 3).

If your scan tool indicates there’s 
no signal present:
• Remove the TEHCM (TCM) from 

the transaxle
• Install the Kent Moore DT47825-

20 (or equivalent) scan tool har-
ness to the TEHCM (TCM) and the 
vehicle harness.

• Install a signal generator, such as 
Kent Moore’s J38522 (or equiva-
lent), to the speed sensor input 
circuit at the TEHCM (TCM).

• Key on.
• Plug your scan tool into the diag-

nostic link connector (DLC) and 
monitor the suspect speed sensor 
input.

• Set the signal generator to the 8-
volt square wave output scale.

• Monitor the speed signal on your 
scan tool. Since your signal is now 
originating from the signal gen-
erator, as you change the frequency 
on the signal generator, the speed 
signal should also change on your 
scan tool display.

• If the speed change fails to regis-
ter on your scan tool, replace the 
TEHCM (TCM).

• If the scan tool indicates a speed 
signal is present, replace the sus-
pect speed sensor.
NOTE: Replacing the ISS in the 

vehicle will require a tether tool such as 
Kent Moore tool DT47734 (or equiva-
lent).

NOTE: Always Lock-tite® the ISS 
mounting bolt or it’ll come loose when 
reinstalling or replacing the sensor.

Pressure Switches
The pressure switches are housed 

as part of the control solenoid valve 

assembly (TEHCM) (figure 4). You 
can monitor the pressure switches for 
proper operation with your scan tool.

If one or more of the four pres-
sure switch fails, the TEHCM (TCM) 
will require replacement. The four 
switches are used to monitor the 
clutch regulator valve, clutch hydrau-
lic operation and to monitor clutch 
CVI (Adaptive Learning). See Chart 3. 

TFP Switch Clutch/Circuit Monitored

1 1-2-3-4 Clutch 

2 3-5-R Clutch

3 2-6 Clutch

4 4-5-6 and L/R Clutch

CHART 3

NOTE: Depending on your scan 
tool software, the pressure switch num-
bers may be different than those indi-
cated above. PS1 may represent the 
3-5 reverse clutch, PS3 may represent 
the 2-6 clutch, PS4 may represent the 
1-2-3-4 clutch and PS5 may represent 
the 4-5-6 L/R clutch. Switch number 2 
isn’t represented on your scan tool dis-
play. To determine type of display you 
have and its clutch assignments, see 
whether your scan tool displays switch 
2 or switch 5.

Some Scan Tool Software Displays, 
See Chart 4.

TFP Switch Clutch/Circuit Monitored

1 3-5 R Clutch 

3 2-6 Clutch

4 1-2-3-4 Clutch

5 4-5-6 and L/R Clutch

CHART 4

See Figure 4.
If a fault occurs in a pressure 

switch or its circuits, you may get one 
of these DTCs: P0842, P0843 P0872, 
P0873, P0877, P0878, P0989 P0990.

The DTCs will set under these 
conditions:

P0842, P0843 P0872, P0873, 
P0877, P0878, P0989, P0990
• P0711, P0712, P0713 P0965, 

P0966, P0967, P0969, P0970, 
P0971, P2719, P2720, P2721, 
P2728, P2729, P2730. P0973, 

6T70/6T75; The Future is Now, Part 2

Figure 3
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P0974, P0976,, P0977 P1825, 
P182E, or P1915 aren’t set.

• Engine speed is 1100 RPM or 
greater.

• System voltage is between 8.6-
19.0 volts.

• Transmission fluid tempera-
ture (TFT) is 20ºC-150°C (68ºF-
302°F).
P0842 indicates the TCM detected 

the TFP switch voltage remained low 
— 0 volts — when the 3-5-R clutch 
was commanded on for at least 5.5 sec-
onds.

P0843 indicates the TCM detected 
the TFP switch voltage was high when 
the 3-5-R clutch was commanded off 
for at least 5.5 seconds.

P0872 indicates the TCM detected 
the TFP switch signal voltage remained 

low — 0 volts — when the 2-6 clutch 
was commanded on for at least 5.5 sec-
onds.

P0873 indicates the TCM detected 
the TFP switch signal voltage was high 
when the 2-6 clutch was commanded 
off for at least 5.5 seconds.

P0877 indicates the TCM detected 
the TFP switch l voltage remained low 
— 0 volts — when the 1-2-3-4 clutch 
was commanded on for at least 5.5 sec-
onds.

P0878 indicates the TCM detected 
the TFP switch signal voltage was high 
when the 1-2-3-4 clutch was command-
ed off for at least 5.5 seconds.

P0989 indicates the TCM detected 
the TFP switch signal voltage remained 
low — 0 volts — when the low/reverse 
clutch or the 4-5-6 clutch was com-

manded on for at least 5.5 seconds.
P0990 indicates the TCM detected 

the TFP switch signal voltage was high 
when the low/reverse clutch or the 4-5-
6 clutch was commanded off for at least 
5.5 seconds.

If any of the DTCs sets, the shift 
adapts functions are frozen. All of 
the pressure switch DTCs are Type C 
DTCs.

That’s all for now. In the next 
segment, we’ll look at how the output 
control system operates. Until then, 
remember: “Life is like riding a bicy-
cle. You don’t fall off until you stop 
pedaling.”

Figure 4
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Awhile back I called a shop 
knowing it was way past clos-
ing time for this shop but bet-

ting I would get the owner.  Sadly I was 
right.  It was 8:00 p.m. his time and he 
gave me the usual line of, “I was just 
wrapping things up”.  He had missed his 
son’s ball game and was feeling a little 
low as this had become a pattern in his 
life: Missed opportunities to spend time 
with his family.  

George (the owner) told me he had 
spent a fair amount of time wondering 
how to juggle all of his business, family 
and personal obligations, how to keep 
everyone happy (including himself) and 
maintain his sanity at the same time. 
George was stuck in a rut and did not 
have a clue as to get out.  It all looked 
pretty bleak to him.  Having worked 
and helped 100 of Georges in my time 
I knew what was going on and new it 

was fixable.  I just had to get George to 
agree to let me give him a hand.  

The first thing I had him do was to 
sit back, take a deep breath and ask him 
a few questions. “What is his goal here? 
Who is he doing all this for? What was 
he really trying to accomplish?” 

When he started looking at this, he 
realized that there is no single answer. 
As we get older our priorities change. 
Things that were vitally important to us 
when we were in our 20’s sometimes do 
not seem to be all that important now. So 
I had him look at, “What is important to 
me, and how do I get there?”

Your business has more than one 
purpose. It has a purpose for you, for 
your customers, for your employees, 
and for your family. By identifying those 
purposes you will be able to align your 
goals and priorities much more easily. 
So take a moment to sit back, relax, and 

imagine what your 
business and your 
life would be like 
if everything was 
ideal.  

If you can 
imagine what it 
could be like, then 
you are well on 
your way to setting 
goals that you can 
work towards. The 
ability to imagine 
is extremely 
important for 
the owner of a 
business. But once 
you have a vision 
of how you want it 
to be, how do you 
get from here to 
there?

The answer 
is simple: you 
need a plan. But 
it can not be the 
old “work harder 
and longer” plan. 
Most shop owners 
have tried that and 

have just gotten 
more tired, not 
more successful. Still, keep in mind 
that while any plan is better than no 
plan, whatever plan you make has to 
be something you are willing and able 
to do. What good is a 50-page detailed 
plan if you’re unwilling to do it?

To start to create a better plan, 
first ask yourself if you merely need 
a “tune-up”, or if a “major overhaul” 
is in order. Also, look at what is right 
about the business. What do you want 
to change? What are your strengths and 
weaknesses? Make some lists. 

Management Skills
The top item on the list of things 

that you need to improve should be 
your own knowledge of business. Many 
owners are highly skilled and trained in 
the area of repair but woefully lacking 
in the area of business management. 
It is the business management skill 
that will take you from where you are 
to where you want to be. What if you 
were as skilled and confident in your 
ability to run your business as you are 
in diagnosing and correctly repairing a 
vehicle? Most likely you would be in a 
very different place, business-wise.

Once an owner is no longer just 
a technician, he or she needs to have 
a new and different set of skills. To 
the degree you do not have them, the 
business will suffer. For an owner, 
technical skills are not enough. Here is 
a list of the areas in which a successful 
business owner must have confidence 
and expertise. It can give you an idea of 
where to begin improving your ability 
to run your business
• Planning 
• Marketing
• Sales 
• Organizing
• Employee management 
• Finance 
• Training
• Public Relations

A Shop Owner’s Guide 
to the Basics of Success

by Bob Spitz
Management Success!

SPEAKER

Remember that Old-Time Service?Remember that Old-Time Service?

WIT distributes a complete line of quality new, used, & 
remanufactured automatic & standard transmission Parts.

Service is the Cornerstone of our Company!
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Planning

The problem with planning is if 
you do not know where you are going, 
you can not come up with a plan. It is 
a bit like jumping into your car and 
starting to drive with no destination in 
mind. If your goal is to wander around 
until you run out of gas that might be 
fine. Otherwise, you are just wasting 
your time and energy! You have to 
figure out your goals and know what 
you are trying to accomplish to come 
up with a good plan.

Marketing and Sales
Have you ever heard the old 

expression, “Build a better mousetrap 
and they will beat a path to your door?” 
This is not totally true because if you 
fail to tell anyone about this new wiz-
bang mousetrap, no one will ever know 
about it! You have to market your 
business. You have to let people know 
you are there and what it is that you can 
do for them.

Marketing gets the phone to ring 
and gets new and old customers to 
show up. You also have to make sure 
that you have someone who can sell 
them the needed services once they 
are on the phone or at your door. I 
have seen some great marketing totally 
wasted by an inability to sell once the 
prospect inquired. Your service writer 
should be able to convert 70% of all 
inquiries into appointments.

 

Organization

Your shop will only grow to the 
extent that you can handle confusion. 
Once things get too confusing, you 
stop selling, which severely limits your 
profits and growth. A common solution 
to confusion is hiring more people for 
the front, but this hurts your bottom 
line and may not solve the problem 
anyway. The correct course of action 
is to look for ways to streamline the 
operation, to figure out how you can 
be more efficient. You have to be able 
to organize the various activities of the 
shop into a workable sequence. 

Employee management 
Employee management is a tough 

area for a lot of shop owners but it 
does not have to be.  Establish your 
goals and communicate these goals to 
your crew. Then make sure the shop 
is well organized and that everyone 
knows how to get their job done. 
Set up a bonus plan or a production-
based incentive program. Track each 
employee’s production and evaluate 
only on that basis. You will quickly see 
who is on your team, and who is not.

Finance
Finance, which includes pricing 

your goods and services, has to be 
very well understood by a shop owner. 
Knowing how to set up your finances 
for your own benefit, and not for the 
benefit of the bookkeeper or accountant, 
is a must. 

Training

On-going training programs that 
keep everyone in the shop sharp are 
critical. The shop owner must provide 
them and the employees must be 
willing to participate. Watch out for 
employees who are not interested in 
getting additional training.

Public Relations
Shop owners have to have some 

knowledge of Public Relations, 
especially as their shops grow and 
become successful. Not everyone you 
will be dealing with is a sweetheart! 
You don’t have to hire a PR firm, but 
make sure you get the good work you 
do well known in your community so 
that the shop is held in high regard. 

I called George at the shop the 
other day, it was 3:30p.m.his time and 
his service writer informed me was gone 
for the day.  I smiled and said, “Thanks; 
I’ll call him tomorrow morning”.

Before another day passes, take 
the time to envision your ideal scene 
and establish your goals. Then make 
sure you have the business knowledge 
you need to carry out the plans that will 
help you reach your goals. Good luck 
on your road to success!

• • •
ManageMent SucceSS!, is a company that specializes 

in training and consulting the independent automotive 
repair shop owner. Bob tours the country as an educational 
speaker and writes numerous columns and articles for trade 
publications. Additional articles on management can be 
read online at www.managementsuccess.com

© 2009 Management Success!  All Rights 
Reserved.
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It was another exciting day on the 
ATRA HotLine: The phones were 
ringing, questions being asked and 

answered. Our story begins with a 
phone call from Kit. Kit was working 
on a 2002 Buick Rendezvous with a 
4T65E transmission that was setting 
an elusive or intermittent code P1887 
(TCC release switch circuit).

As we all know, tracking down an 
intermittent code can easily become a 
nightmare. In this issue of Keep Those 
Trannys Rolling, we’re going to look at 
an intermittent code P1887 and what it 
took to resolve it.

What is Code 
P1887?

Code P1887 indicates 
the PCM didn’t see the 
TCC release switch change 
states when it commanded 
the torque converter clutch 
off. This usually indicates 
the TCC is still engaged 
after the PCM has com-
manded it to disengage.

The TCC release switch 
is located in the transmis-
sion pressure switch mani-
fold. It’s a normally-closed 

Keep Those Tranny’s rolling

The Elusive Code P1887 
   (TCC Release Circuit)... 
  A Fix From the Trenches by Pete Huscher

Figure 1: TCC release switch circuit

Figure 2: PCM connector TCC release switch 
terminal identification

SPEAKER



GEARS   July  2009 33

switch that opens to signal the PCM 
when TCC releases. The torque con-
verter release fluid pressure acts on 
the switch contact, which opens the 
circuit.

When the circuit is high (switch 
open), the PCM recognizes the TCC is 
no longer engaged. If the PCM deter-
mines the TCC release switch is open, 
indicating the TCC is released, but TCC 
slip indicates the TCC is still applied, 
the PCM sets code P1887 (TCC release 
switch circuit). 

What Happens when Code 
P1887 Sets?

Code P1887 is a Type B code; the 
PCM lights the malfunction indicator 
light (MIL) and sets the code during 
the second consecutive trip in which 
the conditions for setting the code have 
been met.

If the PCM sets code P1887, it 
will:

• Inhibit TCC operation
• Inhibit 4th gear (if the trans-

mission is in hot mode)
• Freeze all shift adapt func-

tions

The Cause for Code P1887
According to the diagnostic routine 

for code P1887 (TCC release circuit), 
the PCM has encountered a fault in the 
TCC release switch circuit (figure 1) 
which includes:

• The transmission fluid pres-
sure manifold (TFP) switch

• Connections inside or outside 
the transmission

• A wiring problem between the 
transmission and the PCM

• A connection problem at the 
PCM

• A faulty PCM

Seems relatively easy, doesn’t it? 
Replace the TFP switch, check the wir-
ing and connections, and if all else fails, 

replace the PCM.
Well in this case, it wasn’t that 

simple. Kit followed the diagnostic 
routine for code P1887. He checked 
circuit 657, which is the TCC release 
switch circuit between the PCM and the 
transmission, and into the transmission 
fluid pressure switch. According to the 
DVOM, the circuit was in good shape.

Figure 3: Transmission connector terminal identification

Figure 4: Transmission connector terminal identification

Terminal #U
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Kit then checked the connections 
for circuit 657 at the PCM connector 
and the transmission connector (figures 
2, 3 and 4). The connections looked 
good; there were no signs of loose con-
nections or corroded terminals.

According the diagnostic routine, 
the only things left in the circuit were 
the transmission fluid pressure switch 

or the PCM. With 
the wiring and con-
nections in good 

shape, Kit went ahead and replaced the 
transmission fluid pressure switch.

Kit then took several test drives 
with the vehicle and everything seemed 
to be working properly; code P1887 
didn’t return. He was certain he had the 
problem fixed, so he had the vehicle 
prepared for delivery.

After washing the vehicle and get-
ting it ready to be picked up, he noticed 
the MIL was lit again. Kit went ahead 
and rechecked the computer system for 
codes: P1887 was reset in the PCM.

The Return of Code P1887
After test driving the vehicle sev-

eral times with no problems at all, Kit 
couldn’t understand why code P1887 
was resetting. He’d checked the wir-

Figure 6: Look for sharp edges on air cleaner box

Figure 5: Look for damaged wires

The Elusive Code P1887
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ing from the PCM to the transmission. 
He’d checked the connections at the 
PCM and the transmission connectors. 
He’d replaced the transmission fluid 
pressure switch. Kit knew there was 
nothing else left in the system, except 
a faulty PCM.

He was hesitant to throw a PCM at 
the problem, knowing that the PCM is 
rarely the problem. Kit wanted to take 
another look at the harnesses, wiring 
and connections between the PCM and 
transmission before condemning the 
PCM.

The Root Cause for the 
Code

While looking at the wiring harness 
between the PCM and the transmission, 
Kit noticed the harness was routed 
underneath the air cleaner box. While 
pulling on the harness and inspecting 
it, Kit found a spot in the harness wrap-
ping that looked like it had been cut.

After unwrapping the harness, Kit 
found a spot in the TCC release circuit 
wire that was partially cut through (fig-
ure 5), causing an intermittent signal to 
the PCM. While repairing the damaged 

TCC release circuit wire, Kit noticed 
the air cleaner box had a sharp edge 
(figure 6), and it was cutting through 
the wiring harness.

Apparently the TCC release cir-
cuit wire was being grounded to the 
air cleaner box, causing P1887 to set. 
After repairing the TCC release switch 
circuit, Kit smoothed the sharp edge 
on the corner of the air cleaner box 
and insulated the wiring harness with 
a piece of heater hose to prevent any 
further damage.

With the repair and insulation of 
the harness completed, it was time 
recheck transmission operation.

The Final Test Drive
With the repair of the wiring har-

ness between the PCM and the trans-
mission, Kit was confident that his TCC 
release switch circuit code wouldn’t 
return. After several lengthy test drives 

through town in stop-and-go traffic, 
and several long test drives on the 
freeway, the TCC release switch circuit 
code didn’t reset; it was apparent Kit 
had this one beat.

I’ve spoken with Kit several times 
on the ATRA HotLine since he repaired 
that 2002 Buick Rendezvous; he says 
he’s run into three more Rendezvous 
with similar problems. In each case, a 
different code was being set and a dif-
ferent circuit damaged.

The cause is always the same: The 
air cleaner box cuts through the trans-
mission wiring harness, setting sole-
noid circuit codes. 

So, if you’re working on a 2002-
2005 Buick Rendezvous and you’re 
experiencing an elusive or intermittent 
transmission circuit code, check the 
transmission wiring harness near the 
air cleaner box; you may have a harness 
that’s been damaged.

And remember: with a little bit of 
patience and a little bit of persistence, 
you too can fix the elusive P1887, and 
keep those trannys rolling.  

He was hesitant to throw 
a PCM at the problem, 

knowing that the PCM is 
rarely the problem.
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At ATRA, we all have the 
opportunity to venture out 
to Member shops to get our 

hands dirty. Since starting with ATRA 
in January 2008, I haven’t had a chance 
to work in a shop and actually put a 
transmission together, or get my hands 
on an actual driveability problem.

Don’t get me wrong, working the 
HotLine is definitely a challenge that’s 
been not only more difficult, but more 
rewarding than any other position I’ve 
ever had. But getting my hands dirty 
was something I’ve missed, and a few 
days back in the trenches was a refresh-
ing break from the fast-paced days here 
at the office. 

Two of my newest friends are 
Donny and Susie Caccamise at DMC 
Transmissions in Ventura, CA. With the 
shop just a few minutes away and their 
workload becoming a tad too much for 

the small crew, it worked out perfectly 
for me to lend a hand.

At first, Donny and I talked about 
me coming in to do a couple stock 

units for an upcoming GEARS article 
on rebuild procedures. But the day 
before I showed up, a rash of new 
jobs came in, and DMC was suddenly 

 Playing with Fire

by Jon Rodriguez

Playing with 
Fire at DMC 
Transmissions

Figure 1: This is about the dirtiest that you'll ever see the build area be.
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backed up with work. On top of tak-
ing over 100 pictures and rebuilding 
three transmissions, I got to experience 
how this young transmission shop does 
business; I’m going to save the rebuild 
procedures for the next issue. This time 
I’m going to go over a few things that 
make DMC Transmissions one of the 
best shops I’ve ever worked in.

The DMC crew runs a clean shop 
(figure 1). There’s nothing on the floor 
that doesn’t belong and the building 
is spotless. The benches have no rem-
nants of past transmissions, whether 
it’s a trough full of old checkballs and 
springs, or parts from another rebuild 
in progress. Donny is well aware of an 
important rule in the industry: organiza-
tion equals efficiency.

It’s happened to all of us… a 
spring or checkball rolls off the bench 
or into the trough and we end up on our 
hands and knees, sorting through the 
junk of the past that we ignored. Is it 
the blue spring or the red one? It’s the 
only spring when you keep your area 
this clean! 

I eagerly stared down the bone 

stock 4L80E awaiting my service.
The entire building area is set up in 

a triangular, assembly line-style format: 
benches at the back center with the sol-
vent tank to the left and a parts washer 
to the right. Carts are used to transport 
disassembled units from the three loca-
tions, and to store dismantled units. The 

benches are cleared and cleaned after 
every teardown.

I tore down the 4L80E, inspecting 
each piece as I removed it. I placed the 
good parts on the cart, and the failed 
and questionable parts on the right side 
of the bench. Donny came over and I 
dictated the list of what I needed. Good 

Figure 2:  From left to right Randy Knox, Susie Caccamise, and Donny Caccamise.
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parts were in the cart and everything on 
the bench was beyond specs or avail-
able for an optional upgrade.

DMC is so proud of their work that 
they cover their rebuilds with a 3-year, 
50,000-mile warranty. Everything I had 
on the bench was replaced, without 
hesitation. This was getting fun!

By the time I had the 4L80E cleaned 
and awaiting parts, swingman Jorge 
had a 41TE out of a 1998 Caravan that 
showed up the day before. Thanks to 
DMC’s cart system, I was able to have 
the cleaned 4L80E stacked neatly in the 
cart, covered in plastic to help keep the 
dirt out, and tucked away in the corner 
ready for it to be assembled once the 
new parts arrived. This gave me a clean 
bench to start work on the 41TE. Same 
story with this one: tear it down, put the 
parts list together, and clean the useable 
parts to have everything ready for when 
the new parts arrived.

There are many ways to get a job 
done and this isn’t the only way to 
perform your teardowns. I’ve built for 
shops that liked to roundtrip every unit 
without stopping. I’ve worked with 
builders who will only build one trans-
mission at a time, and I’ve worked with 
builders that will tear down and clean 
units for half the week and build them 
at the end. Whatever works for you and 
your shop.

What I’m focusing on here is orga-
nization. Whether you’re a 30-year vet-
eran or a rookie in your first year as 
builder, keep your area clean and your 
work separated. I guarantee that the 
time you spend maintaining your area 
will be repaid with consistent build 

times, fewer headaches, and a happier 
day on the job.

Something else that adds to DMC 
Transmissions’ efficiency is their 
easy access to technical information. 
It’s nearly impossible, not to men-
tion expensive, to have every repair 
manual for every car that comes into 
today’s transmission shops. So DMC 
Transmissions has a computer right in 
the shop to access technical informa-
tion.

It’s nothing fancy; just a rollaway 
cart set up with a PC, monitor, print-
er, and internet access. 
Everything from the latest 
ATRA bulletins and semi-
nar books to wiring dia-
grams and diagnostic trees 
for driveability issues can 
be retrieved and printed 
in seconds, without the 
technician ever having to 
leave the shop. This may 
seem fancy to some, but 
this setup costs far less 
than the price of a single 
rebuild.

And don’t think DMC 
forgot about the driveabil-
ity aspect of the business. 
Donny uses a laptop-based 
scan tool and has full 
reprogramming capability 
using the Ease Diagnostics 
system. Whether the job 
is hopping up a 700R4 in 
a classic rod, or diagnos-
ing an electrical issue with 
a modern-day, fully-elec-
tronic six-speed, DMC 

Transmissions has the equipment, envi-
ronment, and know-how to get any job 
out the door.

I’m looking forward to many more 
days working with the crew at DMC 
and gaining some valuable, everyday 
tech stories to share. I’d like to thank 
Donny, Susie, Jorge and Randy for 
quickly making me feel like one of the 
crew, and a special thanks to Susie and 
Donny’s son Chris for the great conver-
sation (this kid knows his Metallica!)

Figure 4:  ATRA's Dave Skora offered to lend me a hand 
with a hot rod 700R4 valve body.

Figure 5:  One of the most important tools in the 
shop is kept close to benches for easy builder access.

Figure 3:  Yours truly, getting dirty.

Playing with Fire at DMC Transmissions
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This is the 5th in a series of 
articles focused on your shop 
in your town. The purpose is to 

help you to pass on to your successor 
everything he or she will need to take 
over when you wave goodbye. We’re 
taking the position that you have a good 
thing going and want to explain why it’s 
a good thing to the next-in-command.

The last article got you writing 
about your shop property, including 
everything that meets the eye when 
someone pulls onto the lot and enters 
the building. I’m sure that the descrip-
tion of your shop is different from 
everyone else’s, because transmission 
shops are like that. And that’s one 
very good reason for working on this 
Operations Manual. There’s really no 
one-size-fits-all definition as to what a 
transmission shop looks like.

Your shop is unique. You’re describ-
ing how it began and how it evolved. 
You’re bringing your successor up to 
date on the formula that you’ve used to 
realize your present success. Don’t feel 
obliged to apologize for what your shop 
looks like or how you run your busi-
ness. If you’re successful, then you’re 
doing something right. Your Operations 
Manual will explain all this and allow 
your successor to take it from there.

Focus on the italicized words in the 
last paragraph. The “formula you’ve 

used” is your marketing model. The 
product you’re bringing to market is 
a restored transmission; the way you 
present that is your marketing method.

In the last issue of GEARS we dis-
cussed varying marketing techniques 
used by shops from high image to low. 
If you’re reading this, you’ve already 
narrowed your marketing method to a 
version of the traditional transmission 
shop. But all of that won’t get you any-
where unless you get the word out to 
your potential customers. That leads us 
to the A-word.

Advertising: What’s It All 
About?

Advertising. The word sends chills 
down your spine! Years ago, when I 
owned a transmission franchise, the 
franchisor told me “advertising is a 
whore’s business.” Strangely enough, 
he also owned the advertising agency 
that placed our ads! But really, it’s not 
so nasty. Advertising is the window 
through which potential customers can 
imagine how we address their transmis-
sion problems. Advertising is an inte-
gral component of any marketing plan.

Advertising seems to be both a 
blessing and a curse. We all agree that 
it’s a necessary evil for putting our 
businesses on the map. You’ve had to 
make decisions about advertising from 
the day you launched your business, 
right up until today.

The questions you have to answer 
now are about those choices: the kind 
of image you wanted to portray, the 
amount that you believe was correct to 
spend, the media you selected, the tar-
get market you addressed, the way you 
responded to competitor’s ads, and so 
forth. Recent editions of GEARS have 
featured articles about advertising from 
Dennis Madden and Thom Tschetter. 
The subject is open-ended.

Notes for Your Notebook

Advertising:
The Window 
of Marketing

by Paul Mathewson

Advertising 
seems to be both 
a blessing and a 

curse. We all agree 
that it’s a necessary 
evil for putting our 
businesses on the 

map. 
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Remember, we’re using a note-
book to collect random thoughts about 
all these subjects. So open your note-
book to the page headed “Advertising 
I like and advertising I don’t like.” 
That’s probably section 13 in your 
notebook if you used the 18 sections 
I recommended for organizing your 
thoughts.

Let’s start by listing all the adver-
tising you now have going on. I’m 
talking about advertising that’s aimed 
at getting customers in the door, not 
giveaways that bring them back or 
are used in outside sales programs. 
List any and all of your ads on TV, 
radio, internet, print, Yellow Pages, 
billboard, cross-merchandizing, direct 
mail, local sports team sponsorships, 
car or truck racing sponsorships, com-
munity event program ads, placemats, 
bowling sheets, bus shelters, bus signs, 
taxi signs… did I miss any? Does this 
bring back memories of advertising 
sales rep presentations?

Start with the first one on your list, 
which is probably your major ad. Write 
down why you’re using that medium. 
What was the reasoning behind that 
decision? What was your experience 
with that medium that led you to con-
tinue with it?

Now explain the other media you 
use, along with your notes about con-
tact persons (ad reps), phone numbers, 
existing contracts and the like. You 
probably also tried ad concepts that 
were a waste of money. Tell your story 
so it doesn’t happen again after you’re 
gone. There are new-to-industry ad 
concepts that are becoming popular; 
are you investigating them?

Are you intimidated about making 
advertising purchases? How do you 
know if you’re getting your money’s 
worth from your advertising dollars? 
Do you ask your customers how they 
heard about your shop? Sorry to make 
you squirm, but you have to be honest 
with the guy who’ll take your place at 
the wheel. So write it all down. Your 
collected experiences, good or bad, 
will be a better start for the next guy 
than throwing him to the advertising 
dogs.

Now explain the central theme 
you’re trying to project in all the adver-
tising media you’re using. Discuss what 
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Advertising: The Window of Marketing

it is you’re trying to promote to poten-
tial customers. What’s the main thing? 
Professionalism? Warranty? Quick 
turnaround? Convenience? Price? 
Reputation? Specialization? Financing? 
Something else entirely?

Then explain why you focus your 
ads this way. The image you’re trying 
to project in your ads is a picture of 
the heart of your business. The DNA of 
your shop is spelled out graphically by 
the images of your ads.

Yellow Pages: The Big 
One!

The most commonly-used adver-
tising medium for our industry is the 
Yellow Pages. Perhaps the most com-
monly feared ad rep is the YP salesper-
son. That’s true for several reasons: 

1. We’re all afraid of cut-off 
times and the dread of missing 
the next edition. 

2. We’re unsure about cutting 
back on YP expenditures for 
fear of how it might affect our 
businesses.

3. We’re angered by the prolif-
eration of YP books, so the YP 
rep is the focus of our anger.

4. We resent having to compete 
with other shops by purchas-
ing bigger, more colorful ads.

Now that I’ve raised the subject, 
write your own story about Yellow 
Page advertising. What has your expe-
rience been? What have you resolved to 
do in the YP? What YP books do you 
use or not use? What tracking do you 
use for YP leads? What advice do you 
have for your successor when he sits 
in your chair and listens to his first YP 
sales pitch?

If you’ve taken the ATRA seminar 
about Yellow Page advertising, you 
should include those handout materi-
als as an addendum to your Operations 
Manual. That YP seminar is a real 
eye-opener about YP advertising and 
can help you avoid wasting advertising 
dollars.

It’s common knowledge that YP 
ads are often used by customers who 
are simply looking for a telephone 
number. In those cases, the car owner 
has already established which shop he 
wants to contact and is simply looking 
for the telephone number.

But while browsing the YP sec-
tion on transmissions, he’ll often look 
around, so your shop has to defend 
itself against predators of your custom-
ers. Any of your experience with YP 
needs to be written in your notes.

Do you track your leads? The fran-
chises are heavily into this. Some of us 
are also diligent about this. If you do 
track leads, you should explain why 
and how you do it. The dollar dimen-
sion of tracking is very significant.

For example, if it costs $100 for 
each lead you get from a radio or 
TV ad campaign, it becomes clear 
that you can’t afford to miss those 
leads (I can hear echoes of a loud 
voice saying “ANSWER THE PHONE, 
SOMEBODY!”) If you’re tracking 
your leads, share your experience in 
your Operations Manual for the benefit 
of the next decision makers.

The Cost of Advertising: 
The Really Big One!

Another item to write about is the 
money expenditures associated with 
advertising. The franchisors expect 
their franchisees to spend 10-15% of 
their gross sales on advertising. What 
formula do you use to determine the 
amount you spend on each of the ad 
programs you use? Do you have an 
advertising budget, or do you make 
your advertising purchases when you 
sense a need? 

Transmission franchises have the 
benefit of professional, cost-shared 
advertising copy. Shops chip in to pay 
for various ad campaigns; the rest of 
us independent shops are left to ponder 
how we can compete with that kind of 
advertising professionalism.

I know how we handled this prob-
lem, but the question to be answered in 
your Operations Manual is this: How 
have you developed effective ad copy 
on a limited budget? If part of that 
answer has to do with a company logo 
or slogan, explain how it was devel-
oped and why it’s important to keep it 
fresh.

Advertising: Is It a 
Science?

I’ve heard it said that advertising is 
a science. Unfortunately, my expertise 
relates to the technical and business 
aspects of running a transmission shop, 

not the social sciences. Advertising is a 
mystery subject. It’s also a big line item 
on your P&L.

Your Operations Manual must 
address the subject: “Advertising I like, 
and advertising I don’t like.” In this 
article I’ve asked a lot of questions to 
get you thinking. Now it’s the time to 
write your thoughts down, even if you 
feel your advertising decisions may be 
challenged by your successor. 

If you feel as if you’ve been hauled 
into a confessional to explain your 
advertising decisions, I apologize. But 
I promise that the next subject will be 
much easier to work with. Next issue 
we’ll focus on who works in your shop 
and what they do. There isn’t a more 
important subject than that for your 
Operations Manual.

Let Me Help You
For those who are working on this 

project I want to offer some personal-
ized help in two ways. First, please 
feel free to call me any time to discuss 
your project. My Michigan telephone 
number is 906 440 4600; my Canadian 
number is 705 942 2005.

Second, we’ll have a “sky box” 
overlooking the trade show at Expo 
where we can meet and share our prog-
ress on this Operations Manual project. 
I’ll bring a copy of the one I wrote for 
our shop as an example of a finished 
product. 

Some of you haven’t started your 
Ops Manual yet. If so, meet us in the 
sky box to get a better handle on this 
project.

Finally, I want to wake up any of 
you who are asleep at the switch. This 
switch has to do with your future. Unless 
you plan your way out of the transmis-
sion business, you’ll be “switched” in 
the direction that fate determines. Your 
exit strategy — or lack thereof — will 
determine which track you and your 
dependents choose. Let’s talk about that 
at Expo.
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The 76 million “baby boom-
ers” are growing older and 
our workforce is graying with 

them. According to the Bureau of Labor 
Statistics, the proportion of “older” 
workers (over age 55) will increase 
steadily from 12% in 2000 to 20% by 
2025.  The physical changes associated 
with aging could affect workers and 
their safety on the job.  Employers and 
employees should prepare for the aging 
workforce now to ensure that job tasks 
and worksites remain safe.

Physical changes vary by indi-
vidual, but as we age, we tend to lose 
muscle mass and flexibility; a 15-20% 
decrease in strength by age 60 is typi-
cal.  Employers should prepare for this 
by examining work tasks and deter-
mining the physical requirements for 
each job.  Job tasks should not require 
that employees work at their maximum 
capacity repeatedly or over extended 
periods of time; this can lead to injury 
to a worker of any age.  Altering 
job tasks and processes and providing 
assistive devices such as hand trucks, 
dollies, and hoists can reduce worker 
effort on the job.

A worker’s balance, vision and 
hearing may also change with age.  
For example, a worker age 60 gener-
ally requires eight times the amount of 
light to see as clearly as a 20-year-old.  
Employers can prepare now by examin-
ing the current workplace lighting and 
upgrading it as necessary.  Additional 
lighting will allow all workers to see 
their job tasks and each other more 
clearly.  Non-skid flooring, the addition 
of handrails, and an emphasis on good 
housekeeping can prevent slips and 
falls.  Communication methods may 
also need evaluation because verbal 
commands may be more difficult for 
an older worker to hear, resulting in 
hazardous mistakes.

Employees can minimize the effects 
of aging by maintaining a healthy diet, 
exercise, and strength-training pro-
grams to build muscle and bone mass.  
Because sleep regulation is more diffi-
cult with age, employees should adjust 
their sleep habits to remain well-rested. 
Sleep deprivation can cause reduced 
attention and reaction times, a safety 
hazard.  Older workers need to know 
that the ability to adapt to temperature 

changes (thermoregulation) decreases 
with age.  They should be prepared with 
layers of clothing and close monitoring 
because heat and cold will affect them 
faster than when they were younger.

Both employers and employees 
will need to work together to make sure 
that the older worker can do the job 
safely within their physical abilities.  
Employers should always try to fit the 
job task and tools to the individual for 
maximum safety and this is especially 
important for older workers.  Likewise, 
older employees need to know their 
limits.  If there are job tasks that they 
cannot safely do anymore, they need to 
communicate with their supervisor and 
consider job accommodations to protect 
themselves and their coworkers.

Does the workplace need a com-
plete overhaul to suit older workers?  
No; but it is always best to adjust the 
job tasks and tools to the individual, 
regardless of age.  Good risk man-
agement such as job hazard analyses, 
ergonomics, and wellness programs can 
maximize safety for older workers as 
well as their younger counterparts.

Workplace 
Safety 
Should 
Never 
Get Old

by Judy Kerry
State Compensation Insurance Fund
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Are you losing sales because 
customers decide to get anoth-
er vehicle? Most of us have 

our favorite responses to this particular 
buyer’s objection. Have you ever con-
sidered this one?

“You might as well fix it… you’ve 
already paid for it.”

Here’s a little-known sales tip: Any 
time you can get a customer to ask the 
question you want him to ask and that 
you want to answer, you’re in control. 

The beauty of this technique is that 
he’s ready to listen. He’s essentially 
made the psychological transition from 
thinking of you as a salesperson to 
thinking of you as a reliable informa-
tion resource. 

Remember; while we see transmis-
sion problems every day, customers 
don’t. When it comes to major expenses 
that are both sudden and unexpected, 
customers often get emotional and can 
make illogical choices. Sometimes we 
need to help calm them down and guide 
them to a sound decision.

The process starts by getting the 
customer to ask, “What do you mean 
by that?” To me this question signals 
the customer is interested, listening, 
and open. It also means he has some 
level of trust and wants to know what 
I’m thinking. A word of warning… you 
do need to know how to answer this 
question in a powerful and convincing 
fashion.

Here’s how it works: A customer 
says he’s going to get another car. To 
help him, you’ll need some informa-
tion. This also shows the customer that 
you’re interested and considerate of his 
idea. Here are some examples: 
• That’s certainly one way to get rid 

of the problem… were you think-
ing of getting a new or used car?

• How much were you hoping to 
spend?

• How much do you think your car 
was worth before the transmission 
went out?

• How much do you think you can 
get for your car with a bad trans-
mission?

• Before your transmission went 
out, were you planning on getting 
another car?

• How often do you usually keep 
your cars?

• Up until now, has this been a good 
car for you?

Ask only as many questions as 
you need to set the stage for your key, 
thought-provoking statement: “Well 
you might as well go ahead and fix it… 
you’ve already paid for it.” If the cus-
tomer’s listening, he’ll almost always 
ask, “What do you mean by that?”

Here’s the answer:
You see, when it comes to car 

repairs, the unfortunate truth is that 
whoever owns the car when it breaks 
has to pay for the repair… one way or 
another. For instance, if you decide to 
sell the car, it’s worth far less with a 
bad transmission. If you trade it in, the 
trade in value will also be way less. 
Plus you need to factor in that you 
aren’t as free to shop for the best deal.

What I would normally recom-
mend is to go ahead and fix it, since in 
essence you’re going to pay for it any-
how. Then you can drive it to get back 
some or all of the value of the repairs. 
If you still want to get another car, you 
can shop around to get the best deal 
and get top dollar for your car; both of 
which will likely combine to put more 
money back in your pocket than the cost 
of the repairs.

Shoot… the tax and license alone 
on another car will probably pay for 
the repairs, and you don’t have to spend 
all the extra money to buy the other car. 
And who knows… after your car’s fixed, 
you might decide to keep it and put all 
the money you saved in the bank.

Here are some other examples to 
get them to ask, “What do you mean 
by that?” 
• That’s exactly why you should do it.
• That’s certainly one alternative, 

although maybe not the best one.
• Does it make sense to pay $25,000 

to solve a $2,000 problem?
• That’s a high tax to pay.
• Have you considered the “true 

cost” of that decision?
• Many of our customers have found 

they’re already driving the best 
used car available for $2,000.

• When you buy a used car, you’re 
paying full price for the unused part, 
and nobody can predict what that is.

• You know, the richest man in 
America, Warren Buffet, says, 
“Price is what you pay, but value is 
what you get.”

Once you’ve mastered this tech-
nique, you’ll discover it’ll help with 
a lot of different sales objections. The 
key is to engage the customer in a logi-
cal discussion regarding the alternatives 
and use your knowledge and skills to 
help him make the best decision under 
the circumstances.

By the way, if you want a little 
coaching on this or anything related to 
sales and marketing, feel free to send 
me an email or give me a phone call. My 
email is Thom@CertifiedTransmission.
com and my phone number is 800-544-
7520 ext 173.

Yo u  M i g h t  A s  W e l l 

  Fix It…You’ve Already 

Paid for  I t
by Thom Tschetter
Director of Marketing
Certified Transmission

SPEAKER



Just Think - What if you had...
■ 200 of your fastest moving

transmissions in stock;
■ 5,000 more transmissions &

transfer cases just a phone call
away;

■ A no-fault, nationwide warranty
even on carryout units;

■ The freedom to pay
for them as you sell them?

Certified Transmission
Distributors get this and more!

Ask our Distributors
Aarmco Transmission ...........................................Houston/Galveston TX Metro........................800-841-6806
Certified Iowa Sales .............................................Ft. Dodge, IA..................................................800-362-2189
Certified Transmission Sales................................Omaha/Kansas City Metro ............................800-544-7520
Certified Transmission of Arizona........................Tucson/Phoenix AZ........................................800-596-8878
Certified Transmission of Colorado......................Colorado Springs...........................................877-266-9913
Certified Transmission of SoCal...........................San Diego, CA Metro .....................................888-374-8383
Dale’s A-1 Transmission........................................Mitchell, SD ...................................................800-529-0003
Freeway Transmission ..........................................Salt Lake City, UT .........................................800-354-5920
Glen Burnie Transmission.....................................Baltimore/DC Metro .......................................410-766-8500
JC Parts City .........................................................St Louis, MO Metro........................................866-735-1960
J & M Transmission Service, Inc. ........................Sioux Falls, SD ..............................................800-504-2050
Logan’s Transmission, Inc. ...................................Rapid City, SD................................................800-579-1742
Norfolk Transmission and Muffler ........................North-Central NE ...........................................800-234-8726
RMP .......................................................................Philadelphia, PA Metro..................................800-257-7418
Transmission Distributors Inc ..............................Boston, MA Metro..........................................800-891-5508
Waterloo Transmission .........................................Eastern Ohio/Western PA..............................800-824-6689
Wilburn’s Transmissions .......................................Scottsbluff, NE ..............................................308-635-1212

To learn more about adding a Certified Transmission Distributorship to your business: 
Contact Terry Cash at (800) 544-7520 Ext 170 or Email to tcash@certifiedtransmission.com. 

www.CertifiedTransmission.com 

According to Mark and Dan, 
co-owners of Logan’s
Transmission in Rapid City, SD... 

“The professionalism and 
support of the CT Team have
made our transition a 
stress-free experience. 
During these challenging times,
stress not only takes a toll on
owners and staff, but on 
customers, too. With fast 
turnaround times, great quality,
and competitive pricing, plus
with our builders and staff
enjoying their jobs more 
than ever…everybody wins!”

Left to Right: Scott Schaeffer of CT;
Dan Schnider, co-owner of Logan’s

Transmission; Peter Fink of CT. 
Not Pictured: Mark Mellegard, 

co-owner of Logan’s Transmission
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We’re not quite sure about the scientific explanation of why all 
things that smell bad always smell like dirty socks. Maybe it’s 
because everyone has come across that one special pair of socks 
left in the trunk from a day of walking in funk-filled shoes. 
What we do know is that eliminating that odor from vehicle 
cabins can be a highly profitable service for any transmission or 
general repair shop and can be done in 15 minutes or so. 

Anyone who drives a car has come across a vehicle that once 
you turned on the A/C or heater, an odor of the foulest 
proportion raced out the vents and filled up the cabin with a 
putrid musty smell. Rolling down the windows was once the 
only option until your senses were stunned into blocking the 
smell out. 

This smell is a tell-tale sign that it is time 
to flush out the bacteria, fungi and other 
microbes that are happily residing in the 
moist, dark and dank areas of the 
vehicle’s evaporator core. When mold 
and fungus spores are sucked into the 
A/C of your vehicle they land on a damp 
surface (the evaporator and its enclosure) 
and begin to grow and proliferate. In a 
system with a plugged up A/C drain or 
one that is in constant use, the box and 
evaporator will never dry out enough for 
the organic invader to die and go away. 

This is not just a superficial problem, either. The air you breath 
inside the vehicle could be up to 5 times worse than the air 
outside. Several studies have cited fungal and mold infections 
as the source of over 90% of chronic sinus problems. The 
problems related to these organic toxins can result in severe 
medical problems for those who are especially sensitive to 
them. 

The problem has not gone unnoticed by the automakers, either. 
For example, a foreign car dealer in Florida offers a chemical 
evaporator flushing service for a mere $200. Ford and GM offer 
a type of mechanical dryer for the evaporator. 

While there are a handful of chemical products that claim 
similar results these products require expensive tools, wands, 
the use of compressors and even drilling.  International 
Lubricants, Inc., the makers of LUBEGARD 

products, has one of the best chemical products to address this 
problem: KOOL-IT Evaporator and Heater Foam Cleaner. With no 
additional tools required, one can treat one’s vehicle for up to six 
months and it only takes around 20 minutes to perform.  The 
elimination of the contamination and smells becomes a simple task 
that can be performed by anyone with average mechanical abilities 
that can read and follow instructions.

KOOL-IT Evaporator and Heater Foam Cleaner comes in an 
aerosol can with a 30 inch application tube that snaps onto the can. 
Installation is easily accomplished by locating the drain hose from 
the A/C which can be found either under the vehicle, on the 
firewall (late model GM trucks) or sometimes by the fender well 
(some Ford models). 

Once the drain hose has been located, take the application tube (not 
attached to the can yet) and insert the black tip into the end of the 
drain hose (tip can be removed for difficult installations) into the 
drain and feed the tube in until it will feed no further. Shake the 
can, snap the white cap on the other end of the hose onto the can 
(without removing the hose) and discharge the entire contents of 
the can into the evaporator box. 

When the can is empty, remove the tube from the drain hose and 
check your watch. Simply wait 15 minutes for the foam you 
injected into the A/C to collapse and turn into a liquid. As the foam 
turns into a liquid it cleans the evaporator, disinfects the evaporator 
and the box, and eliminates the offensive odor and contaminates 
that have created the problem.  All this has been accomplished 
without even getting into the vehicle! After the fifteen minutes 
have elapsed (enough time to have a cold beverage), start the 
vehicle, turn on the heater for five minutes to dry out the 
evaporator and box, and Presto! no more bad odors or 
contamination. Not only did you clean and disinfect, you cleared 
the drain which probably was the source of the retained water that 
started the problem in the first place. 

I used the KOOL-IT Evaporator and Heater Foam Cleaner on 2 cars. So far the odor hasn’t returned and both of the cars were extremely 
“Musty” smelling. One customer had complained to the BMW dealer for the last couple of years and told her nothing could be done 
inexpensively to find a cure of this problem. I would say so far I have a happy customer. This has been a problem in the A/C areas of the 
country.  Doc’s Bimmer Shop, Paul “Doc” Provenza

Mold spores magnified

Mildew magnified

mold and 
mildew
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KOOL-IT® is released into the HVAC system 
and its super foaming action flushes out and 
neutralizes  unwanted contaminants that live 

in A/C and heater systems.

• Quick and Easy!
• Highly Profitable Service
• No Equipment Needed
• Customer Friendly Service
• Ideal for Cars, Trucks, Vans & RV’s
• Repeat Service Opportunity

• Eliminates Odors
• Lasts up to Six Months
• Improves air quality
• Leaves a Clean, Fresh Scent
• Reduces Allergens and Contaminates
• Maximizes Cooling System Efficiency

If the vehicle is already on the lift, 
why not take advantage of this new 
service opportunity that delivers an 
instant result that customers notice 
immediately. Just ONE service a day 
for a year, you can bring an additional 
$33,000 a year in profit to your shop! 
Here’s the breakdown; 

Redeem this coupon with the manufacturer with proof of purchase and receive $5 
back when you buy any two of the following products;  KOOL-IT Evaporator and 
Heater Foam Cleaner, KOOL-IT Supreme Coolant Treatment, or LUBEGARD 
Automatic Transmission Protectant as featured on the back cover. 
Limited one per customer. Offer expires 12/31/09.

$5 Manufacturer Rebate

mold and mold and 
mildewmildew

mold and 
mildew
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As it does every year, the ATRA 
Board of Directors is preparing for 
another election this September. What 
makes this year’s election exceptional 
is that two positions are being vacated: 
Gary Jennings and Jim Lyons are step-
ping down from their positions on the 
Board, opening the seats for Areas 3 
and 8.

It seems odd to think that Gary 
and Jim won’t be part of our Board 
anymore, but when one door closes, 
another opens. This new door will open 
ATRA’s Board to new faces, and pro-
vide the Association with fresh ideas in 
the years ahead. 

What Does the Board of 
Directors Do?

The ATRA Board of Directors is 
a panel of nine industry professionals 
acting on behalf of all ATRA Members. 
Together they discuss the future of the 
Association and address issues that all 
Members of the Association typically 
experience.

During these discussions they 
generate new ideas, launch new pro-
grams, and chart the direction of the 
Association, to make sure it remains 
on track to provide its Members with 
the services and support they need… 
when they need it.

How Is the Board 
Elected?

Board of Directors elections 
are held every year. But each of 
the nine Members serves on the 
board for a three-year term, and only 
three areas are up for election each 

year. This system helps maintain stabil-
ity throughout the Association, while 
allowing new Members to participate.

The election begins with the 
nomination process that consists of a 
nomination form sent to all Rebuilder 
Members in the areas that are open for 
election. As a Rebuilder Member from 
an area whose seat is open for elec-
tion, you can nominate any Rebuilder 
Member from your area — including 
yourself. 

Once the nominations are in, the 
election process begins. ATRA prepares 
a fact sheet about the candidates run-
ning for each position, along with an 
election ballot and envelope. We then 
send the packet to Members in the cur-
rent election areas for a vote.

All votes are opened and counted 
each year at ATRA’s Powertrain Expo 
by active Members of the Association 
and a representative from ATRA 
Membership Services.

The announcements are typically 
made at the Fall Board Meeting that 

takes place at the end of Powertrain 
Expo. The new representatives are also 
invited to attend this Board Meeting.

How Much Time Is 
Required?

The majority of the Board Members 
spend their time communicating with 
other Board and ATRA Members from 
their respective areas through email and 
by phone.

There are only two meetings 
involving travel each year: one at 
ATRA’s Powertrain Expo (which you’d 
probably attend as a Member anyway), 
and the other in the spring at ATRA’s 
Business Office (for snow birds, it’s 
a great way to escape the weather to 
enjoy the California sunshine).

And occasionally you may be con-
tacted by an ATRA Member to discuss 
something directly related to your area. 
ATRA knows its Board Members have 
businesses to operate, so the meetings 
and events are scheduled to minimize 
the amount of time they have to spend 
away from their shops.

Which Areas Are Up for  
Election This Year?

There are three areas up for elec-
tion this year:

Area 1 — Southern California 
(90001-93599), Nevada, Hawaii

Area 3 — Western Canada 
Area 8 — Tennessee, Kentucky, 

Virginia, West Virginia, Ohio, Maryland, 
Delaware, New Jersey, Washington 
DC

Areas 3 and 8 have existing Board 
Members stepping down, opening their 

Stepping Down 
   and 
 Stepping Up

by Kelly Hilmer

MEMBERSHIP MATTERS

SPEAKER

It’s election time  
again for ATRA’s  
Board of Direc- 
tors, and this  
year two seats  
are wide open.
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seats to new Members. Area 1 is also 
up for election this year, giving others a 
chance to step up.

Area 1’s current Board represen-
tative is Tom Macht, of Bakersfield, 
California. Tom is planning to run for 
reelection this year.

Area 3’s current Board representa-
tive is Jim Lyons of Lyons Transmission 
Centre, Brandon, Manitoba. Jim is retir-
ing from the Board, so his position is 
open this year.

Area 8’s current Board representa-
tive is Gary Jennings of Jim Jennings 
Transmission, Baltimore, Maryland. 
Gary is also retiring from the Board,  
so his position will be open this  
year, too.

With two seats open for a definite 
change and a third area up for election, 
this year’s election is certain to bring 
in new faces with fresh ideas to the 
Board.

Some people may be concerned by 
this level of change, but here at ATRA 
we have a different view. We know that 
the vast majority of ATRA Members 
care deeply about the direction of the 
Association and the issues at hand. 
Because of this, we believe this could 
be the most talked about election in 
recent memory. 

How Can I Get Involved?
Getting involved with your 

Association is a great way for you to 

take a leadership role in ATRA’s future. 
It allows you to help determine the 
direction that ATRA will take as it con-
tinues to provide shop owners, rebuild-
ers and individuals with the technical 
and management support they need to 
navigate successfully through the tough 
times ahead. 

And with the nominations deadline 
— August 31st — fast approaching, 
now is your time to step up… to take 
your place in a leadership role with 
your Association.

Who Can Be Nominated?
The ATRA Board of Directors con-

sists of shop owners just like you. 
If you operate a transmission shop 
as an ATRA Rebuilder Member, you 
qualify for a seat on the ATRA Board 
of Directors. 

And remember: As a Rebuilder 
Member from an area whose seat is 
open for election, you can nominate 
any Rebuilder Member from your area 
— including yourself. 

You may wonder why ATRA’s had 
the same nine Board Members serv-
ing multiple terms. Is it because other 
ATRA Members aren’t interested in 
helping guide the Association? Or is it 
simply because most ATRA Members 
don’t realize that they’re eligible for a 
seat on the Board? 

We’re hoping it’s the second rea-
son, and since this year’s election will 
open two Board position, we’re hop-
ing to see the participation in this 
year’s election to surpass any in recent 
memory.

What’s Your Next Step?
If you’re a Rebuilder Member in 

any of the areas that are open for elec-
tion this year, and have a desire to 
represent the shops in your area, we’d 
be thrilled to see your name on the 
ballot for the 2010 Board of Directors 
election! 

Watch for your nomination infor-
mation in the mail, and be sure to get 
involved and join us for the exciting 
times we have ahead of us.

This is your chance to step up into 
a leadership role in your industry… and 
your Association: Step up!

For more information on ATRA 
Membership, visit our web site at www.
atra.com/join.

This is your chance 
to step up into a 
leadership role in 
your industry...
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Over the past serveral months there has been
reporting of phone calls to ATRA Member shops
about a towing scam.

Many members have reported that a third party
such as a phone operator has been calling to report
that they have a hearing impaired caller on the phone
that wants to send their vehicle to the shop for repairs.

This sounds innocent and you would like to help
the caller, as most people would like to do for their
potential customers.

Why is this a scam?
The purpose of the phone call is they give you a

credit card number and ask you to charge a sum of
money on their card for the towing company.

Your shop would then be expected to take your
own money and send it to the phony towing company.

Your credit card processor then calls you to inform
you that the credit card you charged from the caller
was a stolen card and the charges are reversed on
your merchant account.

You have now sent “good” money to a company
and are not able to recover your funds.

You’ve been scammed!

There are many scams that take place daily and
good people end up at a loss without their hard earned
money.

ATRA Members have been aware of this scam
since early on in its development.  The members have
taken advantage of their membership benefits to
discuss issues such as these that they face in their
shops on the ATRA Member What’s Working
discussion forum, a forum dedicated for ATRA
Members.

Here are some of the discussions
relating to this topic from ATRA
Members on the What’s Working Forum:
“I receive a phone call this morning from an operator for
the deaf, they wanted a car transmission repair and wanted
to give me a credit card over the phone for a thousand
dollars, he said it was for his mother's car. I informed the
operator that I would not take a credit card number until I
was able to see the vehicle and diagnose it properly. At that

time the operator said the other party had disconnected.
Thanks for all the reports I have seen in the past; I knew it
was a scam.”

Chris Gerber, Transolution

“I had it done to me last week.Thanks to the forum I was
aware of what was going on.”

Orville, Razorback Transmission

“You get a call from a supposed relay operator (assisting
the deaf) and the caller requests your email address to
communicate with you directly. It happened to me and the
email address resembled a spammers addy. When I
requested ID info, the caller hung up. That was my version.
There simply are no depths to which this scum will not
descend to. Keep your eyes open!” 

Nationwide Transmission

“What happened with us was a call from a relay operator
and the person had an uncle in New York whose vehicle
was not working and they wanted to tow it all the way to
our shop in Abilene!  He was going to give me a credit
card to charge $1,000.00 to and then when the Uncle got
here he would take care of the rest.  I simply said we are
unable to do that and hung up.  They tried a similar thing
with a florist shop and our BBB sent out warnings to all
local business.”

Emi Chavira, Big Country Transmission

“I got a relay call for "the transmission in my Uncles
Toyota Camry failed and he left it to get fixed. Can you
charge my card $2500.00 and go to Western Union and
send all but $500.00 back so I can pay the towing company
here in NY to tow the car to you in Oregon." I told the relay
operator it was a scam. He said they hung up.”

Jason Faust, Bradshaw's Transmission Annex 

Then the member shared an email he had received an hour
later only to find out that another member received the
exact same email!

Thanks to the discussions on the forum, ATRA
Members have been able to avoid this scam in
their business.

If you would like more information on ATRA
Membership, visit our website at
www.atra.com/membership

www.atra.com

BEWARE: Towing Scam



Without Customers...
Where are you?

ATRA helps you...

(866) GO-4-ATRA • (866) 464-2872
www.atra.com/join

&Find Customers
Nationwide Warranty Program

Certification Designation
Pre-designed Advertisements

Newspaper Ads
Radio Spots
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Professional Website Design

Fix Their Vehicles
Technical Seminars
Technical HotLine

ATRA’s Online Tech Center
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ATRA’s Powertrain Expo
Technical Training

Apply for ATRA Membership Today
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POWER INDUSTRY NEWS

POWERTRAIN INDUSTRY NEWS
GEARS does not endorse new products but makes this new information available 
to readers. If you have a new product, please email the press release information 
with applicable digital photo or drawing to fpasley@atra.com or send by mail to 
GEARS, 2400 Latigo Avenue, Oxnard, CA 93030.

High Strength Input 
Housings for 4L60/65 
/70-E  From Sonnax

Broken input shaft's and housings 
are a common occurrence in 4L60-E 
family units that are pushed to their 
limits. Sonnax has just released two 
new input housing packages 77733-
04K & 77733-05K. Kits include a new 
OE input housing with high strength 
input shaft that is 57% harder than the 
standard input shaft, along with a hous-
ing sleeve reinforcement kit installed 
and ready to go. Do not take a chance 
by just putting in another standard duty 
input shaft.

For applications details, go to the 
Sonnax High Performance Parts web-
site www.sonnax.com 

Raybestos Powertrain  
Relocates Sales Office 

In an effort to consolidate building 
space, the Raybestos Powertrain sales 
office has relocated to its Tech Center 
in Crawfordsville, IN.

The relocation will eliminate 
overhead costs and unite the sales, 
engineering and technical teams. The 
move was completed on April 30, 
2009. The address of the new sales 
office address is 711 Tech Drive, 
Crawfordsville, IN 47933.

Accounts Receivable will remain 
in Sullivan at P.O. Box 227, Sullivan, 
IN 47882. Toll-free technical, customer 
service phone and customer service 
fax numbers will not change, but the 
new administrative fax number is (765) 
359-2874.

Raybestos Powertrain continues to 
lead the way in innovative solutions for 
the aftermarket. Located in Sullivan 
and Crawfordsville, Indiana, Raybestos 
is a leading national manufacturer 
and supplier of premium OE and 
aftermarket transmission parts. For 
more information, visit Raybestos on 
the web at www.raybestospowertrain.
com.

HECAT, Inc.: New 
Location; New Officers!

Adjusting to current market trends 
and investing in the future, HECAT has 
purchased a property and relocated to 
Cumming, GA.

Robert Munoz is now the CFO, 
Karl Matis is now the president, and 
Matthew Sibilio is now the vice presi-
dent. 

HECAT manufactures award-win-
ning equipment and chemicals, using 
patented processes and procedures to 
remove common internal debris and 
residues from heat exchangers. They 
provide professional and profitable 
solutions for transmission oil cooler, 
air conditioning, and engine cooling 
services designed to meet or exceed OE 
cleanliness standards.

For product and updated contact 
info please visit www.hecatinc.com or 
call (800) 380-9501.

ZF Services North 
America Breaks Ground 
on Expansion 

ZF Services — the strate-
gic aftermarket business unit of ZF 
Friedrichshafen AG — broke ground 
on a 129,000 square-foot expansion of 
its aftermarket operations and remanu-
facturing center in Vernon Hills, Ill. on 
May 8, 2009. 

When completed, the 289,000 
square-foot facility will house a state-
of-the-art distribution center for after-
market products from the SACHS, 
Lemförder, ZF Parts and Stabilus 

brands, and will bring approximately 
40 jobs to the Vernon Hills, Ill. area. 

ZF Services’ current distribution 
center, located in Sheffield Village, 
Ohio, will remain in operation until 
completion of the Vernon Hills expan-
sion. The Sheffield Village location 
opened in 2004 and currently employs 
45 full-time employees. These employ-
ees have been offered jobs and reloca-
tion assistance to transfer to the Vernon 
Hills, Ill. facility. 

“Having all of our competencies, 
from marketing and sales to kitting 
and distribution, under one roof will 
allow our organization to be extreme-
ly flexible in meeting our customers’ 
needs,” said Tim Corcoran, president 
and COO, ZF Services North America. 
“The expansion also reflects our com-
mitment to the region amidst the current 
economic situation.” 

ZF Services opened the Vernon 
Hills facility in 1992, and currently 
employs 175 workers. 

ZF is a leading worldwide supplier 
of driveline and chassis technology, 
with approximately 63,000 employees 
at 125 locations in 26 countries and 
total sales of $16.3 billion in 2008. 

Corteco Introduces 
Honda 5-Speed Kit

Corteco is pleased to announce 
the availability of TransTec® overhaul 
kit number 2528 for the 2008 Honda 
Accord L4 2.4L with transmission 
codes B90A and M91A.

This kit contains all the necessary 
paper and rubber components for an 
overhaul.

© 2009  Freudenberg-NOK  NPA 1/22/09

A Division of Freudenberg-NOK

New Product 
Announcement

Corteco is pleased to announce the availability of TransTec® overhaul 
kit number 2528 for the 2008 Honda Accord L4 2.4L with transmission 
codes B90A and M91A.

This kit contains all the necessary paper and rubber components for an 
overhaul.

Honda 5 Speed
2008 Accord L4 2.4L 

Transmission Codes B90A, M91A

TransTec® kit number 2528 is in stock and available for immediate delivery.
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applications.
Kit number 2530 is in stock and 

available for immediate shipment.
Featured Components

Description ............ Transtec® Number
Molded Pan Gasket .................B33356
Front Seal ................................B37058
Rear Seal 2WD .......................B37110
4X4 Adapter Housing .............B37057

For more information, visit them 
on the web at www.transtec.com.

Superior Transmission 
Parts Introduces 
618/48RE Low/Reverse 
Super Servo™

Our New 6061-T6 billet piston 
and steel pin combo is the finishing 
touch for late model Dodge 618 and 
48RE units. It stabilizes the low/reverse 
piston in its bore to prevent “flipping” 
or stress to the case bore. This is 
seen when the pressures are increased 
due to customers adding horsepower 
additions and upgrades to engines and 
transmissions; especially diesels.

The Super Servo’s unique, double 
ring/single lip seal design stabilizes and 
seals the servo to allow higher operating 
pressure. The new kit includes a high 
stress-proof, self-centering, steel apply 
pin.

Simply ask your parts supplier for 
your K086 Super Servo™ today!

For more information, visit 
Superior Transmission Parts at www.
superiortransmission.com.

Adapt-A-Case Introduces 
Chrysler RWD Carrier  
Bearing Adjuster

Adapt-A-Case has just introduced 
a new wrench for adjusting the carrier 
bearings in Chrysler RWD differentials. 
The new wrench works with 7.25”, 
8.25” and 9.25” differentials.

Its overall length is 36”, providing 
plenty of room for all Chrysler axle 
widths. 

The fully machined hex is tapered 
at the edges of its driving surface to help 
guide it into the nut. The rear of the hex 
is tapered to ease exiting if the axle seal 
is installed during adjustment.

The opposite end is machined to 
accept a 1/2” drive ratchet. Final assem-
bly requires a high-quality TIG welding 
process to permanently join the pieces 
together.

This is a serious tool engineered 
for a lifetime of service. 

Also from Adapt-A-Case,  

another new tool (# T-3600). It’s  for 
installing the center support bearing on 
a 4R100 & E4OD. The T-3600 bearing 
driver will set the fragile roller bearing 
correctly every time.

No more worries of potential 
damage incurred during installation... 
we have sized our driver exactly for 
the task. It contacts the outer race while 
an o-ring holds the inner snug and 
centered; ensuring the bearing surfaces 
will remain smooth and trouble free 

once installed.
Often, the center support hub 

surface is in great shape but you don’t 
trust the bearing. Why pay over $50 
for a new support kit when you can 
now replace the bearing quickly and 
accurately for only a small percentage 
of that?

Don’t just hope... know that it’s 
done right!

For more information, visit us on 
the web at www.adapt-a-case.com.

SuperFlow Acquires 
Zoom Technology

SuperFlow Technologies Group 
announced it has acquired the assets of 
Zoom Technology, Inc. 

In an agreement reached with 
ZOOM CEO Chris Hansen, SuperFlow 
will take over all manufacturing, sales/
marketing and administrative opera-
tions for the Zoom Technology prod-
uct line, effective immediately. Hansen 
will also relocate from ZOOM’s New 
Jersey facility to Des Moines, Iowa to 
assist in the transition, and to support 
ZOOM’s existing product line and cus-
tomer base.

“We’re very pleased to have Chris 
on our team,” says Scott Giles, presi-
dent of SuperFlow Technologies Group. 
“He brings many years of transmis-
sion testing experience to SuperFlow, 
and with it several state-of-the-art 
ZOOM products. These product addi-
tions greatly expand and enhance our 
customer capabilities in transmission 
diagnostics. In fact, with the complete 
line of SuperFlow products, customers 
are now able to test or rebuild virtu-
ally every component of the drivetrain, 
from the engine and transmission, to 
the torque converter, axles, driveshaft 
and brakes.”

“I’m very happy to be working with 
an industry leader like SuperFlow,” 
says Hansen, “and to focus my energies 
on developing and improving transmis-
sion testing technologies.”

ZOOM products are designed 
primarily to diagnose the automatic 
transmission before removing it for 
repair. ZOOM products include the 
Answermatic Valve Body Tester/
Analyzer, AMI Hydraulic Circuit 
Analyzers, Sol-X Solenoid Test Systems 
and the TranX 2000 Transmission 

© 2009  Freudenberg-NOK  
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New Product 
Announcement

We are pleased to announce the availability of TransTec® overhaul kit 
number 2530. This kit covers the six speed rear drive 6L90 unit found in 
several 2007-up GM truck & SUV applications.

Featured Components

GM 6L90

Kit number 2530 is in stock and available for immediate shipment.

              Description Transtec® Number

Molded Pan Gasket B33356

Front Seal B37058

Rear Seal 2WD B37110

4X4 Adapter Housing B37057

T-78925
Chrysler RWD Carrier Bearing Adjuster

7.25 • 8.25 • 9.25
Look forward to your next diff repair!

Our wrench is designed to minimize time and frustration.

Measuring at an overall length of 36”, we left plenty of
room for all Chrysler axle widths.  The fully machined
hex is an interesting feature.  Notice the tapers at the
edges of the tools driving surface to help guide it into

the nut.  The rear of the hex is tapered to ease exiting if
the axle seal is installed during adjustment.  The oppo-

site end is machined to accept a 1/2” drive ratchet.
Final assembly requires a high-quality TIG welding

process to permanently join the pieces together.
A serious tool engineered for a lifetime of service!

T-3600
E4OD/4R100 Center Support Bearing Installer

The T-3600 fits the larger 1.180” ID “OEM type” roller
bearings found in most ‘95-up units with the OEM support.

Milled from aluminum , our driver is
engineered for a lifetime of service.

“Let’s work smarter, not harder!”
Adapt-A-Case 2009 Adapt-A-Case

www.adaptacase.com
A few taps and it’s done.

T-3600 is a great fit!

T-3600 pictured with a new bearing.  An OEM center
support hub is placed in the background for reference.

The o-ring helps hold
the bearing in place
during installation.

Our new T-3600 bearing driver will set the
fragile roller bearing correctly every time.

 No more worries of potential damage incurred
during installation... we have sized our driver
exactly for the task.  It contacts the outer race
while an o-ring holds the inner snug and centered;
ensuring the bearing surfaces will remain smooth
and trouble free once installed.
Often, the center support hub surface is in great
shape but you don’t trust the bearing.  Why pay
over $50 for a new support kit when you can now
replace the bearing quickly and accurately for
only a small percentage of that?
Don’t just hope... know that it’s done right!
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Analyzer.
For more information, please con-

tact Chris Mann at (888) 442-5546, or 
visit them on line at www.superflow.
com. 

Lubegard® Releases 
The Seventh Edition 
Automatic Transmission 
Fluid Conversion Chart 
With Over 1,700 Listings

SEATTLE, WASHINGTON 
– LUBEGARD® by International 
Lubricants, Inc. (ILI) publishes their 
much awaited and must-have ATF con-
version & reference chart for any auto 
service center.

“There is such a proliferation of 
OE automatic transmission fluids on the 
market today, the demand for this chart 
makes it evident that the industry needs 
this essential information to follow and 
understand easily.” Says Kristen Clark, 
marketing manager for ILI.  “Not only 
does this reference address these needs 
but in combination with our ATF prod-
ucts we make servicing ANY transmis-
sion properly possible,” Clark states.

Clark continued that LUBEGARD’s 
conversion book includes several key 
features and sources of information not 
included in past editions. The changes 
are apparent ones, like the bonus center 
tear out ATF Quick Pick Guide which 
was incorporated to add even more 
additional value.

For your FREE copy of 
LUBEGARD’s 7th Edition Conversion 
Chart; contact your distributor, call 
toll free 800-333-5823 or visit www.
Lubegard.com.

When ILI developed its patented 
LXE® (Liquid Wax Ester) Technology 
and began packaging it in its cur-
rently world renowned LUBEGARD 
branded products it took the transmis-
sion rebuild industry by storm due 
to its ability to dramatically reduce 
comebacks.  LUBEGARD particularly 

its ATF Protectant became the #1 used 
product by the transmission industry 
and automobile original equipment 
manufacturers (OEM’s) took notice. 
Now over 20 years have passed and 
LUBEGARD ATF Protectant itself is 
now Used, Endorsed, Designated and 
Approved by eight OEM’s!

Based in Seattle, Washington, ILI 
is a leading manufacturer of unique 
chemistries and related products for 
the automotive, industrial, and vari-
ous other chemical markets.  Currently 
holding more than 100 U.S. and foreign 
patents.

For more information on 
LUBEGARD®, KOOL-IT®, Squeak 
Relief®, Pro II 9000™, Zero®, Power 
Shield™ or Dr. Tranny® products, 
contact: ILI, 7930 Occidental South, 
Seattle, WA 98108.  Call Toll Free 
(800) 333-5823 (LUBE) or visit the 
website at www.Lubegard.com.

Alto Announces New 
Contract with Volvo 
North America, Mack 
Truck Division

Alto is pleased to announce a new 
contract with Volvo North America, 
Mack Truck Division. Alto is supplying 
Mack with the friction material used 
in the synchronizer assembly for their 
manual shift transmissions.

“Supplying companies like Volvo 
is the natural next step in diversifying 
our line in the OE arena,” said Craig 
Cooke, vice-president of OE sales at 
Alto Products Corp. “The OE growth 
we have achieved over the last few 
years has also been extremely gratify-
ing.

“Although our dominance is well 
known in the aftermarket sector, we 
are actually experiencing significant 
growth in the OEM arena with such 
customers as Caterpillar, John Deere 
and Eaton,” added Cooke.

Alto Products is the oldest and 
largest independently owned-and-oper-
ated clutch manufacturer in the world. 
Alto has manufactured over a billion 
clutches over the last 50 years for auto-
motive, high performance, heavy duty, 
marine, and motorcycle applications.

Corporate headquarters are located 
in Alabama and the company operates 
three US manufacturing plants, four 

North American distribution facilities 
and international offices in Mexico, 
The Netherlands, UAE, India, China, 
Taiwan and Australia. 

For more information please visit 
www.altoUSA.com.

Arizona Transmission 
Machine Introduces New 
EZ-DRIVER

Arizona Transmission Machine is 
proud to announce the introduction 
of a revolutionary new product: the 
EZ-DRIVER™. This is the first instru-
ment of its kind, allowing you to install 
bearings for light and medium duty 
applications.

The Master Set (shown) is a high-
ly adaptable system that comes with 
a series of 28 interchangeable Force 
Distributors in two styles, to install 
bearings and other components onto or 
over a shaft. Also included are Tubes in 
lengths of 3, 6 and 9 inches.

This state-of-the-art technique 
allows technicians to create over 200 
different useable setups for nearly every 
application. Tubes are able to accom-
modate shafts up to 1.800 inches.

Made in USA with certified US 
steel, the EZ-DRIVER™ meets the 
demands of the transmission or gen-
eral repair business by providing the 
right tool for the job. Allows shops to 
increase production and reduce come-
backs.

For bearings, seals, gears, hubs and 
sleeves, EZ-DRIVER™ offers excep-
tional versatility for many different 
components. Visit www.EZ-DRIVER.
com for more info and view videos of 
the tool in action, or call Mike Tilley at 
(602) 992-2961.
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VBX Announces 
Global Expansion

VBX-ValveBody Xpress is proud 
to announce their upcoming expansion 
into the European Market.

Plans are currently being finalized 
to open VBX-EU in the Netherlands.

According to company president, 
Tim LaCerra, VBX is forming a 
partnership with Startrans to open 
VBX-EU in an effort to provide our 
ever growing product line of guaranteed 
remanufactured valve bodies to 

customers overseas. Expansion plans 
should be finalized this summer, at 
which time more information will 
follow about distributor locations.

For additional information or to 
inquire about distribution opportunities, 
please contact VBX toll free at (866) 
2GET-VBX or visit them on the web at 
www.valvebodyxpress.com.

Used vs New: Which Is 
the Best Lift Deal?

Rotary Lift Offers Free Lift Cost 
Calculator

As thousands of car dealerships 
across the United States close, their 
vehicle service equipment — including 
vehicle lifts — is being liquidated. 
Other dealers, independent repair shops 
and individual technicians are snapping 
up this used equipment, thinking they’re 
getting good deals. But are they?

“It’s human nature to think 
that when you buy something used, 
especially in an auction or liquidation 
sale setting, that you’re getting a great 
price,” says Bob Ford, Rotary Lift 

customer service manager. “But that’s 
not always the case. And unless you’ve 
done your homework, you won’t really 
know the true cost of the equipment 
you’re buying and how it would 
compare to buying new.”

To help customers calculate and 
compare the costs of a used vehicle lift 
to a new one, Rotary Lift has created a 
Used Lift vs. New Lift Cost Calculator. 
This free application is available on the 
Rotary Lift Web site at www.rotarylift.
com/lift_cost_calculator.aspx. 

To use the calculator, simply input 
information about the used lift under 
consideration, including capacity, 
replacement parts costs, repair costs, 
removal costs, installation costs and lift 
price. Then input price and installation 
costs for a comparable new lift. The 
calculator then summarizes the cost 
results for both options side by side. 

To try the Rotary Lift Used Lift vs. 
New Lift Cost Calculator, or for more 
information about Rotary’s full line 
of vehicle lifts, productivity tools and 
service/support, visit www.rotarylift.
com or call (800) 640-5438. 

Dr. Carsten Bücker  
Named Remanufacturer  
of the Year for 2009 

D r . 
C a r s t e n 
B ü c k e r , 
m a n a g i n g 
director and 
m a j o r i t y 
owner of 
BU Drive 
of Germany, 
was presented with ReMaTecNews’ 
Remanufacturer of the Year award 
in recognition of his and BU Drive’s  
innovative approach to remanufactu-
ring and dedication to quality. As an 
industry leader, Bücker has been an 
inspirational force and has contributed 
significantly to the reputation of rema-
nufacturing as an important part of  
the automotive industry. 

The award was presented to  
Bücker by William Schwarck, editor-
in-chief, ReMaTecNews, and chairman 
of the award jury, during the indus-
try cocktail reception of the ReMaTec 
reman show at the Amsterdam RAI 
exhibition centre, Amsterdam, The 

Netherlands, June 8. 
“As the industry is increasingly 

focusing on quality and, in many res-
pects, innovation, the award is designed 
to recognize those who have put in a 
special effort to promote the concept 
and image of reman,” said Schwarck. 
“We see it as the magazine’s contribu-
tion to raising quality levels within the 
industry and promoting a better under-
standing of the benefits and values of 
reman outside it.”

ReMaTecNews, the only interna-
tional magazine dedicated to automo-
tive and heavy duty worldwide, is an 
independent channel for news, views 
and developments within the remanu-
facturing industry. 

For more information 
visit ReMaTecNews on line at  
www.rematecnews.com.

Dan Leeber Forms AAR; 
New Consulting Company

Dan Leeber, formerly a vice 
president for USA Switch/OEM 
Components, has just established 
Automotive Aftermarket Resources, 
LLC. (AAR), a sales and consulting 
service company.

“With over 25-years of experience 

Dr. Carsten Bücker

Dan Leeber

To help customers compare the costs of a 
used vehicle lift to a new one, Rotary Lift 
has created a free comparison calculator.
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in the aftermarket, representing both 
domestic and international manufactur-
ers, I’ve developed a unique perspec-
tive on the requirements of OE manu-
facturers and the demands of national 
and regional distribution companies in 
today’s market,” says Dan. “I’ve been 
able to bridge the gap between domes-
tic, European and Asian manufacturers, 
developing and implementing domestic 
and international distribution partner-
ships.”

The continued downsizing of sup-
pliers has stretched their resources to 
where they can no longer fully support 
their existing customer base or capture 
new business. But the market demand 
for their product continues. AAR will 
help create the partnerships that will 
benefit both suppliers and distributors.

AAR plans to focus on conduct-
ing market analyses for suppliers, to 
determine the viability of their prod-
uct line in the general aftermarket. It 
will concentrate primarily on drivetrain 
electronics for engine management and 
transmission product lines.

AAR’s client base includes domes-
tic and off-shore OE, OES and after-
market manufacturers. Dan will also 
help generate sales leads for surplus 
inventories and job placement.

For more information, you can 
contact AAR at (248) 894-0025, or by 
email at AARDirect@aol.com.

Customized Vintage 
Soda Machines

For 
anyone who 
loves to sit 
behind the 
wheel, collects 
cars, or loves 
tinkering with 
an antique, an 
auto-themed 
soda machine 
makes great 
addition to 
your home or garage and provides 
a cool way to keep beverages cold, 
no matter the alcohol content. These 
machines can alternately be adorned 
with any make or model of vehicle, the 
logo of your favorite manufacturer, a 
picture of one of your own vehicles, 

your favorite race team, or whatever 
you want.

In addition to restoring vintage soda 
machines with the familiar Coke and 
Pepsi motifs, Denver-based American 
Soda Machines (ASM) customizes 
these beverage icons into all kinds of 
themes for individual buyers. ASM 
fittingly refers to a customized machine 
as “re-made to order.”

Where these machines get installed 
is often a very fitting home, such as 
an airplane-themed machine located 
in a hanger, or an equine decorated 
dispenser in a barn. Likewise, car-
themed pop machines often end up in 
garages. 

By customizing these machines, 
ASM is further tapping into an existing 
love affair with these relics.

High resolution photos of this or 
any of our customized machines are 
available upon request. (We grant your 
art staff permission to further customize 
a machine in Photoshop with images 
that may have even greater appeal to 
your audience!)

For more information, call 
(303) 478-6193, or visit American 
Soda Machines on the web at www.
americansodamachines.com.

New Allison Kit 
from TransTec

Corteco is proud to announce 
the availability of a new TransTec® 
overhaul kit for the Allison MD-series 
MD3060, 3060P, 3560, 3560P 4th 
Generation Controls.

Coverage on overhaul kits 2356  
and 2413 will now end at 2005. 
TransTec® overhaul kit number 2532 
covers 4th Generation 2006-up, and 
includes the redesigned C3/C4 bonded 
piston.

TransTec® valve body kit number 
4921 has been updated and will cover 
both early and 4th Generation units.

For more information, visit them 
on the web at www.transtec.com.

The Power Pusher 
increases productivity

The Nu*Star Power Pusher with its 
ability to push vehicles, accomplishes 
the task with only two people – not 
the 5 or 6 that are normally required 
to move an inoperable vehicle.  The 
Power Pusher increases productivity 
and reduces direct labor cost on non-
profitable activities.  The 24 volt sys-
tems provides quiet, clean operation 
along with a safer work environment by 
reducing the risks of injury to employ-
ees.

For more information, visit: www.
powerpusher.com

© 2009  Freudenberg-NOK  

A Division of Freudenberg-NOK

New Product 
Announcement

Corteco is proud to announce the availability of a new TransTec® overhaul 
kit for the Allison MD Series MD3060, 3060P, 3560, 3560P 4th Generation 
Controls.  Coverage on our current overhaul kits, 2356 and 2413 will now 
end at 2005.  TransTec® overhaul kit number 2532 covers 4th Generation 
2006-Up, and includes the redesigned C3/C4 bonded piston.  

Allison MD Series
4th Generation 2006-Up

TransTec® valve body kit number 4921 has been updated
and will cover both early and 4th Generation units.



GEARS   July  2009 57

ERIKSSON INDUSTRIES

•1 YEAR UNLIMITED MILE WTY•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

•Remanufactured Units              * DYNO TESTED*
•5HP30, 5HP24, 5HP19, 5HP18, 4HP24, 4HP22, 
 4HP18, 4HP14
•Specializing in SAAB 900/9000 5SP, 
 as well as T-37 A/T

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

1-800-388-4418
Fax: (860) 395-0047

www.erikssonindustries.com
146B Elm St., Old Saybrook, CT 06475

**COMPUTERS**
Transmission Control Module

E C M &  T C M
Mitsubishi-Honda-Hyundai-GEO
Kia-Mazda-Nissan-Suzuki-Toyota

BOSCH ECM
GM - Ford - Chrysler - Dodge

Next Day Air Shipping Available
One Year Warranty

Best Customer SVC&Return Policy
Ford *GM * Chrysler off vehicle 
ECM reprogramming available

8 8 8 - 2 1 7 - 4 0 7 2
Autocomp Technologies, Inc.
8515 N. Freeway, Houston, Texas

✔Automatic Soft Parts
✔Rebuilt Standards ✔Transfer Cases

✔Clutches ✔Bearing Kits
✔NEW & USED PARTS

Foreign
or

Domestic

    800-578-8726  
          Sanford, FL        

866-798-8726     800-773-8726
       Tallahassee, FL             Saucier, MS

Dyno
TestedRebuiltUnits

Make ONE Call and

Find it All!

www.g-tec.comwww.g-tec.com

Heated Cooler 
Line Flusher

Transmission 
Dyno/CV 
Tester

800-725-6499
417-725-6400
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StandardStandard
TransmissionTransmission

1960-20071960-2007

AutomaticAutomatic
TransmissionTransmission
1946 - 20071946 - 2007

Tools
EquipmentEquipment
SuppliesSupplies

Soft Parts
New & UsedNew & Used
Hard PartsHard Parts

TransferTransfer
CaseCase

1970-20071970-2007

AMERICAN  IM
PORTED

Next day delivery to
KS  OK  NE  SD  MN  IL  IA  MO  AR

on orders called in by 4pm.

800-835-1007

Helping rebuilders get theHelping rebuilders get the
job done for over 33 yearsjob done for over 33 years
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Tol l  Free:  800-822-2375

• Over 1,000 in stock
• New, Quality Rebuilt
• Kits available to rebuild your 
  own: Bearings/Gears/Hard PartsParts Specialists

Driveline Specialists

and

Transmissions

Axles

BMW    Mercedes-Benz    Audi

Remanufactured to
Perfection

Hundreds of Transmissions in-stock.

Immediate installation available.

2 year unlimited warranty.

Dyno-tested.

Remanufactured torque converter included.

Toll free 800 - 372 - TRANS

1331 Rollins Road • Burlingame, CA 94010
tel 650 - 348 - 3990    fax 650 - 348 - 3019 www.partsbyweller.com

H & A Transmissions, Inc.

                          Quality Remanufactured

                               Transmissions

Automatic Transmissions for

          Honda & Acura

            Automobiles

Our new Tier warranty program offers

you and your customer flexibility to

meet your collective needs.

All these options still have the same

Great nationwide coverage for:

1 Yr. Unlimited mileage

2 Yr. Unlimited mileage

3 Yr. Unlimited mileage

Our Units

     Are Built

         To Last!

*Car Rental & Towing Included with

   Parts & Labor Warranties

*Prices Include Torque Converter,

  External cooler & Inline Filter

  where applicable.

 *Shipping & Core Return Included

 *Friendly & knowledgeable staff

 *Technical support available

Need Parts?
               Coming Soon

Look for our on-line parts store

        At

www.gearspeedinc.com

www.hnatrans.com

Call Toll Free: 1-866-4-A-TRANS
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NatioNal 
EmploymENt

HEadquartErs
for the transmission industry

We make it easy to relocate

Employees and shop owners
call

1-888-412-tEam
or visit our website

www.transteam.com
SUPPLIER
MEMBER24

Hours
7

Days

www.transteam.com

1-888-412-tEam

30 Years Same
Area

>Reman Transmissions 
w/converters

>722.6 Electronic
Transmissions

Dodge Sprinters
and all other

DaimlerChrysler Nag 1's
www.silverstartransmission.com

MERCEDES

Silver Star Transmission
800-369-6601 or fax 405-330-9446

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS
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WE HAVE WHAT YOU NEED
FOREIGN & DOMESTIC

Standard Transmissions
Transfer Cases

New & Used Parts
Rebuilt Units

*ONE CALL DOES IT ALL*

CALL
BRIAN OR ALBERT

866-571-GEAR
        4 3 2 7

THE Cure For J.D.S. 
(Jelly Donut Syndrome) 

We’ve all seen it, the 
pin has worn the case 
and now both your 
apply and release oil 
squirt out like the 
filling from that jelly 
donut this morning. 
Now your band drags, 

and well, you know the rest.  This is where 
we come in. We’ve got patented tools to fix 
that bore in more cases than you’ve got 
donuts.  We’ve even got a new one for your 
worn out Torque Flight Throttle Valves. 

Northland Transmission Inc. 
Phone: 715-458-2617       Fax: 715-458-2611 

www.servobore.com 
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SHOPPER CLASSIFIED ADS
GEARS Shopper advertising costs $300.00 for a one time insertion ad, (2 1/4 X 3) 2.25 X 3.  Larger ads can be placed 
elsewhere in the magazine and are charged at comparable rates. Check or money order must accompany all orders.  
For information on Shopper advertising in GEARS, contact GEARS, 2400 Latigo Avenue, Oxnard, CA 93030, or call 
(805) 604-2000.

1.877.888.5160
Local 614.444.5160   Fax 614.444.5165

www.transmissionhardparts.com
Columbus, OH

We Strip 500+ tranSmiSSionS a day

automatic Hard partS WareHouSe

Specializing 

in Late 

Models

Se Habla Español

For our Canadian 
Subscribers

Some of the 800- toll free numbers 
listed in the shopper ad section do 
not work In Canada. Therefore, as a 
service to you we have listed direct 
line phone numbers to our shopper 

advertisers:

www.atra.com
This cd contains over 1200 pages of Gears 

technical articles, there are 4 years, 260 articles 
and 45 issues all on this on cd!

Please mention this ad when placing your order. Place your order before 
12pm PST and receive same day shipping. 

Award Winning Gears Magazine Acticles 
For Sale 

Call Now!!!

(800)-428-8489

A&REDS Transmission Parts
has multiple 
locations

Eriksson Industries (860) 388-4418

Transmission Exchange Co. (503) 284-0768

Autocomp Technologies (713) 697-5511

Precision of New Hampton Inc (641) 394-5955

Lory Transmission Parts (305) 642-4621

Miami Transmission Kits (305) 885-7355

ART Auto Sport Unlimited 
Remanufactured Transmissions

(616) 748-5725

Weller Auto Trucks
Has many different 
shop locations

Instaclean (928) 680-4445

Silver Star Transmission (405) 330-9300

Trans-Pac Motor Parts (310) 637-9156

Transfer Case Express 
has multiple 
locations

CORES
We’ve Got Yours!
CORES
We’ve Got Yours!
With over 150,000 transmission,
engine, and internal part cores on the shelf, we
have the cores you need – ready to ship today!

Find vintage cores on *Memory Lane*

aamidwestcores.com

Las Vegas, NV Chicago, IL

800.426.8771 800.826.7403
702.649.7776 773.624.6111
702.649.6777 FAX 773.624.6660 FAX

AAEQ Gears Ad 1-4 pg 031209:1-17 AAEQ Gears Ad 3/12/09  2:31 PM  Page 1
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GEARSGGEARSEARS
THIS COULD BE THIS COULD BE 

YOUR AD!YOUR AD!
call call 

(805(805)) 604-2000 604-2000 
and find out how!and find out how!

FOR THE TRANSMISSION REBUILDING INDUSTRY

WANTED:WANTED:
Automatic Transmission Cores

Torque Converter Cores
ALL TYPES!
• Early Domestic
•Early Foreign

• Late Domestic
• Late Foreign

REMAN INDUSTRIES
1551 Pratt Blvd.

Elkgrove Village IL 60007

1-800-729-8726  ask for Dino!
email:  dcardone@remanindustries.com

HARD PARTS FOR
Domestic and Foreign

AUTOMATIC TRANSMISSIONS
TORQUE CONVERTERS

TRANSFER CASES

WE HAVE OVER 500,000 PARTS IN STOCK

CALL 602-971-0477
getithardparts.com 

WE SHIP UPS DAILY 

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

www.atiracing.com

57shoppers709.indd   6157shoppers709.indd   61 6/15/09   4:26:58 PM6/15/09   4:26:58 PM
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BUSINESS FOR SALE: ALASKA BUSI-
NESS FOR SALE – Alaska Gear and Trans-
mission, Inc. at 345 Boniface Parkway in 
Anchorage, Alaska 99504.   Established in 
1970, well-known and respected.  Owners 
moving to Lower 48 for family considerations.  
In East Anchorage, which has seen a recent 
commercial expansion (national retailers, 
such as Target, Home Depot, Kohl’s,  Best 
Buy, Lowe’s, etc.)  Major arterial frontage.  
On doorstep to Elmendorf Air Force Base 
and Fort Rich Army Base. Just off junction 
to only northbound highway in and out of 
Anchorage.  High traffic counts (20,000 avg. 
daily cars on Boniface Parkway.  47,000 on 
Glenn Highway).  Business and real estate 
for sale, together or separate.  $300,000 for 

business  and  equipment;  $1,250,000  for 
real estate.  Or, $1,500,000 together.  Real 
Estate:  40,196 sq ft lot.  13,276 sq ft build-
ings.  Industrially-zoned, which is in limited 
supply in Anchorage.  Three-phase electric.  
Beautiful metal mezzanine in shop.  Fenced 
yard. Complete in-house Torque Converter 
Rebuilding Facility, 4 Overhead Lifts plus 
4  additional  floor  Stalls,  and  14’  overhead 
door for large motor homes, Semi- Tractors 
and trailers. Large Covered outdoor shed 
with over 300 transmission and 200 Torque 
Converter cores. Can provide training  for 
Torque Converter and Transmission rebuild-
ing.  Owner-financing  considered,  with  sig-
nificant down and demonstration of financial 
strength, projections, etc.  Full PDF pack-
age available upon request.  Please request 
it.  Email Hugh Wade at hughjwade@gmail.
com or call 907-230-1523.    ATRA Mbr

BUSINESS FOR SALE: Extraordinary op-
portunity, transmission/motorcycle shop in 
North East Ohio, near I-76 & I-71. Owner 
retiring after 52 great years. One acre prop-
erty, 80’ x 84’ building includes machine 
shop, offices, parts stand and service area. 
Please contact: Bob501@aol.com . 
 ATRA Mbr      

BUSINESS FOR SALE: California – You 
need to take a look at this one! 40 years of 
excellent business transmission & general 
automotive service. Same great location, 
central California, this is not your ordinary 
shop. Large building with latest equipment, 
owner  ready  to  retire.  Contact  (209)  602-
7250.  ATRA Mbr

SHOPPER CLASSIFIED
GEARS classified advertising cost $95.00 for up to 50 words for a one time insertion. ATRA members are eligible to receive up to three (3) FREE classified 
advertisements in GEARS annually (per 9 issues).  Members wishing to place ads once their three FREE ads have been placed may do so at the cost listed above. 
Ads exceeding the maximum word count will cost $1.50 for each additional word (not including phone number and address).

July 2009

EQUIPMENT WANTED: FOR IMMEDIATE 
PURCHASE - Zoom Technology solenoid 
and valve body testing equipment.  Call 
TOLL FREE! (866) 243-8829.   ATRA Mbr

EQUIPMENT FOR SALE: Heavy duty 
transmission dyno test business for sale, 
designed for Allisons, heavy duty trucks 
and cars and any RWD units with solenoid 
block test capabilities. All in excellent condi-
tion, included are dyno tester with 392 Ford 
gas engine with Zoom Technology window 
based computer system, valve body cali-
bration tester designed by Aidco Company 
for Allison. New Allison diagnostic scanner, 
complete paint booth system, 454 and 643 
reman units, cores and inventory stock, cus-
tomer/client list. Asking $75,000 for all or will 
sell separately. Northwest Ohio area. Con-
tact Jim at (419) 215-5504.  ATRA Mbr

POSITION WANTED: Money Maker/Cus-
tomer Producer – Center Manager position 
sought  by  a  leader  with  over  23  years  in 
the transmission industry. Talented, inde-
pendent and up to date with what it takes to 
make a modern day shop run smoothly and 
make profit. Experience includes rebuilding, 
diagnosing, and shop ownership. Contact 
Michael Ryan at his updated phone number: 
(928) 566-4307 for more information. 

HELP WANTED: Reseda, California – Large 
6 shop chain in Southern California is look-
ing for a diagnostician, ability to test drive, 
strong electrical skills.  If you are a self mo-
tivated, team player, I would appreciate an 
opportunity to talk to you. Contact Mark at 
(818) 665-6556 or fax resume to (818) 345-
9018. ATRA Mbr

Valve Body Kits
RatioTek™

RT™ AX4S 
Also fits AXODE 

RT™ 4F50N 
Also fits AX4N 

RT™ 4L60E
Fix Code 
1870 Fast 
Adjust 1-2 

shift firmness 
without re-
moving VB.

RT™ E4OD/4R
Kit fits  

E40D and 
4R100

Easy to Install - Low Cost - Great Results 

Billet retainers  
your gonna love! 

Saves main booster. 
Includes a bypass 

booster valve & 
sleeve.  

  Includes a bypass  
 booster sleeve.  

Saves main booster. 

3 High Tech  
Regulator Valves. 

Adjust shift firmness. 

www.ratiotek.com     626-968-2754

-- Kits At Part Suppliers Now --

800-461-5396
COMPETIVE SHIPPING RATES  

UPS,DHL,FEDEX & LTL.AVAILABLE

A RETAIL & WHOLESALE DISTRIBUTOR 
SINCE 1984

WE HAVE PARTS IN STOCK FOR 
U140E -6R60E - 6L80E - 5L40E - 450-43LE 

USED , OEM NEW & 
AFTERMARKET HARD  PARTS 

KNOWLEDGEABLE & COURTEOUS 
SALES STAFF 

FOREIGN & DOMESTIC 

MACHINE SHOP WITH 30 YEARS 
OF EXPERIENCE 
 

IN STOCK NOW! 
AFRERMARKET U140E SUN GEAR & RING GEAR! 

GEARSGEARS
This could be 

your ad!
call 

(805) 604-2000 
and find out how!

FOR THE TRAnSmISSIOn REbuILDIng InDuSTRy
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Name___________________________________________

Address_________________________________________

City_____________________________________________________

State_____________________________  Zip___________________

Phone___________________________________________________

Signature________________________________________________

HELP WANTED: Seeking Rebuilder – High 
quality suburban California shop seeks ex-
perienced builder. Must have top diagnos-
tic skills. Suburban area with top schools. 
Wages competitive, commensurate with skill 
level. Fax resume to (805) 522-0232.
 ATRA Mbr

HELP WANTED: Grand Junction, CO - Re-
builder must have five years rebuilding ex-
perience in domestic, import, transfer cases, 
automatics and manual shift.  Strong diag-
nostic skills including electrical are required.  
In the heart of a beautiful recreation area 
skiing, hunting, fishing, biking, rafting, etc.  
Great schools in a wonderful family setting.  
Largest, busiest, high-tech shop on the west-
ern slope, with 30 years in business.  Health 
Insurance, Bonuses.  Self motivated people 
with a desire to be successful. Contact Mon-
te McCall, Monte’s Motor City Transmission, 
Inc. (970) 242-8726, e-mail: montelm@ 
yahoo.com, Fax (970) 243-4282

HELP WANTED: Colorado Springs- Trans-
mission Rebuilder for well established, 
reputable shop. Must have five plus years 

rebuilding experience in domestic, import, 
transfer cases, automatics and manual shift. 
Strong diagnostic skills, including electrical 
are required. Certifications are favorable. 
Must be a team player, clean cut, and pos-
sess a higher than standard work ethic. Full 
benefits package for the right person. Mon-
Fri work week. Pay DOE. Please contact 
(719) 494-8098 –leave message, or fax re-
sume to: (719) 494-8097. If you ever wanted 
to live in one of the most desirable places 
to hunt, fish, 4 wheel in USA, NOW is your 
chance!!  ATRA Mbr

HELP WANTED: Seattle, Washington 
– Transmission rebuilder needed in well es-
tablished, well equipped transmission shop 
of over twenty years. Rebuilding and diag-
nostic experience required. Monday through 
Friday, benefits include paid vacation, holi-
days and health insurance; pay $30 to $35 
dollars per hour depending on experience. 
Contact Mark at (206) 624-1859. ATRA Mbr

HELP WANTED: Twin Cities Transmission 
in Niceville, Fl is looking for a SwingMan. 
Medical available! We work 5 days. Please, 
call Brandy at (850) 729-6629. You can also 

email or fax your resume to tctransmission@
embarqmail.com or fax (850) 729-1529.
 ATRA Mbr

HELP WANTED: SuperFlow Technologies 
Group, www.superflow.com has an imme-
diate need for a Sales Executive. Sales 
experience in capital equipment market a 
must. Degree in automotive field or equiva-
lent work experience preferred. Mechani-
cally and electrically inclined, ability to read 
blue prints. Must be able to travel. Contact:  
hr@superflow.com, Fax: (515) 254-1656.
 ATRA Mbr

HELP WANTED: TransTeam Employment 
USA, The National Employment Headquar-
ters for the transmission industry wants you! 
We offer a low cost internet recruiting ser-
vice for our registered transmission shop 
owners and deliver nationwide job opportu-
nities to our registered employees. Always a 
free service to all industry employees. Visit 
our web site www.transteam.com 24 hours 
a day, 7 days a week to see how it works 
or call (888) 412-TEAM (8326). We make it 
easy to relocate! ATRA Mbr

X

Please enclose check or money order in U.S. funds and send to:

GEARS • 2400 LATIGO AVENUE • OXNARD, CALIFORNIA 93030
or call: (805)604-2000

U.S. $30 ~ Canada $45 ~ Other Areas $65

I want my very own subscription 
to the next 9 issues of GEARS.

Subscribe Today!
Grab Your GEARS Now!
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ATRA Technical Seminar Schedule

CALENDAR

Check ATRA.com for more information!

8/1/09 San	Antonio,	TX

8/8/09 Los	Angeles,	CA

8/15/09 Albuquerque,	NM

8/22/09 Cincinnati,	OH

8/29/09 Chicago,	IL

9/12/09 Billings,	MT

10/3/09 Portland,	OR

10/17/09 New	York,	NY

10/29-11/1/09 ATRA's	Powertrain	Expo

11/7/09 New	York,	NY
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